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HEADS NATIONAL ASSOCIA= 
TION 


Paul F. Clark Is New President of 
Life Underwriters 


1500 REGISTER AT DETROIT 


Program Proves Huge Success—Rabbi 
Stephen S. Wise Is Hit of Convention 
By Ernest V. SULLIVAN 
Detroit, Micu., September 14.—The name 
of James Elton Bragg, general agent in Phila- 
delphia for the Union Central Life Insurance 
Company, will go down in history as one of 
the greatest builders of a program for the 
annual conventions of the National Association 
of Life Underwriters. The thirty-ninth annual 
convention, which closed here to-day, was one 
of the best the Association has ever held. There 
was a paid up registration of 1500 delegates and 

in addition there were many guests present. 
The attendance at the various sessions was 
remarkable and in every case held up until the 


Pau. F. CLark 


very last bang of the gavel of President Julian 
S. Myrick. The hit of the convention was the 
address of Rabbi Stephen S. Wise, who drew 
the largest attendance of any speaker and whose 
address was applauded long and vigorously. 
The Wednesday afternoon session at which 
there were four great speakers, Mr. Bragg; Dr. 
S. S. Huebner, dean of the American College 
of Life Underwriters; W. B. Stout, director 
of the Stout Air Services, Inc., of Detroit; 
and Dr. Wise, was perhaps the climax of the 
convention and each one of the addresses car- 
ried with it a tremendous fund of valuable in- 
formation. 

Paul F. Clark, general agent at Boston for 
the John Hancock Mutual Life Insurance Com- 
pany was elected president of the Association 
for the ensuing year, succeeding Mr. Myrick. 
Mr. Clark has for many years been very active 

(Concluded on page 21) 


CITIZENS’ JURY COMMIT= 
TEE SELECTED 


Campaign to Reform New York Judi- 
cial System Gets Under Way 


THE SPECTATOR REPRESENTING IN- 
SURANCE INTERESTS 


Aim Is to Expedite Justice and Obtain 
More Equitable Verdicts 


The campaign for jury reforms, which is 
being actively supported by THE SpEcraTor 
on behalf of insurance interests, received 
further impetus last week when, at a meeting 
sponsored by the better citizenship committee 
of the New York Rotary Club, a citizens’ jury 
committee was selected to aid the courts in 
thoroughly reorganizing the administration of 
the jury system to the end that the time of 
substantial citizens may not be needlessly wasted 
when they are called for jury duty, and in 
order that the caliber of jurors may be im- 
proved. The accomplishment of these two 
aims would result in a better quality of jus- 
tice, more rapidly executed and benefiting in- 
surance companies and their representatives as 
well as others. 

The commitee consists of Charles L. Robin- 
son, head of the better citizenship committee 
of the Rotary Club, as chairman and the fol- 
lowing members: Wirt Quigley, Rotary Club; 
William C. Alexander, Kiwanis Club; Gullie 
Goldin, City Club; W. W. Orr, New York 
Credit Men’s Association; Robert Appleton, 
president of Grand Jurors’ Association; Wil- 
liam J. Pedrick, Fifth Avenue Association; M. 
D. Griffith, New York Board of Trade and 
Transportation; Louis Benedict, Civitan Club; 
Arthur Lorsch, Jewelers National Crime Com- 
mittee; W. Eugene Roesch of THE SPECTATOR; 
and Henry R. Dwight, Building Owners and 
Managers Association. 

The meeting, held at the Martinique hotel, 
New York city, was addressed, among others, 
by United States Attorney Charles Tuttle; E. 
J. Moore, New York, New Haven & Hartford 
Railroad; Thomas S. Rice, New York State 
Crime Commission; W. H. Smith, trial attor- 
ney; and F. E. Carstarphen, counsel of the 
Citizens Committee Against Fraudulent Claims. 
In general, the “pool” system of selecting 
jurors and the securing of a jurors assembly- 
room to which jurors could report and where 
they could be selected for service under a judge 
in charge were favored by the organization 
represented at the meeting. Counsel Carstar- 
phen, in remarks favoring the reform plan, 
urged the razing of the Criminal Courts Build- 
ing and the erection of a modern structure. Dis- 
trict Attorney Tuttle, in sympathy with the 

(Concluded on page 39) 
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AGENCY PROBLEMS UNDER 
DISCUSSION 


W. Eugene Harrington Raps Compa- 
nies’ Treatment of Representatives 


CONDEMNS BANK OF ITALY 
PRACTICES 


President of National Association Opens 
Annual Meeting With Strong Talk 


[By a Starr CorRRESPONDENT] 


West Bapen, INnp., Sept. 19—The multiple 
agency method of company representation in 
insurance is not for the best future interest of 
the business, declared W. Eugene Harrington, 
president of the National Association of Insur- 
ance Agents, in opening the annual meeting of 
that organization here today. Mr. Harrington, 
in his presidential address, elaborated on this 
point as follows: 


What a sad commentary upon a great busi- 
ness is the presence within it of a horde of in- 
competent agents. Men who are not and never 


W. EvuGENE HArRINGTON 


can be fit to perform the duties of insurance 
agents are appointed on terms of equality with 
our members, the only requirement seemingly 
being control of some wee premium. This sys- 
tem of many agents of an insurance company 
operating in the same territory relieves them all 
of any substantial loyalty to it, denies the suf- 
ficiency of each, destroys their authority to 
represent the company, and renders responsibil- 
ity to it impossible. Hardly could a system be 
imagined more subversive of the interests of the 
public, the company, and true agents, than this 
multiple plan. 

It may as well be admitted that of late years 
the relations between companies and agents 
have not been ideal countrywide, and _ that 
neither the one side nor the other is entirely 
innocent. So far as the agents are concerned, 
it is our duty to remedy matters by re-estab- 
lishing, to the extent that we can, the old spirit 
of agency-company loyalty that formerly ex- 
isted. 

If we look back we realize that the strong 

(Concluded on page 35) 
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HE second annual session of the Million 

Dollar Round Table, a gathering -of the 
dillion dollar producers who attended the an- 
nual convention of the National Association of 
Life Underwriters, got under way Wednesday 
last week. This feature, started last year at 
Memphis through the efforts of Paul Clark, 
then vice-president of the association, is to be 
continued as a permanent organization, details 
of which are now under way. 

x ok Ox 

HIRTY-FIVE million dollar producers at- 

tended the conference last Wednesday, and 
soon an experience meeting which was remark- 
frankness was under way. The 
arrangements were in charge of George E. 
Lackey, general agent at Oklahoma City for the 
Massachusetts Mutual Life, as chairman. He 
was assisted by William Duff, Equitable Life, 
Pittsburgh, and Earl G. Manning, John Han- 
cock Mutual, Boston. 

x ok Ok 


able for its 


A MONG tthe thirty-five delegates was one 
4 Mrs. E. Y. Skillin, of Chicago. Graham 
C. Wells, John Shuff and John W. Clegg were 
among the past presidents of the National As- 
sociation who were present, and were joined by 
Julian S. Myrick, retiring president. 

The interesting and instructive talk 
was that of Theodore M. Riehle, manager in 
New York for the Equitable Life Assurance 
Society, whose clever address won him the 
honor of being presented on the floor of the 
National Association as a representative of the 


Round Table at Thursday’s session. 
* * * 


ILLIAM T. NASH, who is connected 

with the editorial staff of THe Sprcra- 
TOR, recently wrote an article on Some Don’ts 
of Life, which was published in THE SrEcraToR 
and subsequently as a leaflet. This article was 
so highly thought of by The Insurance Review, 
of Lahore, India, that it quoted liberally there- 
from. Mr. Nash recently addressed the Frank- 
lin Kiwanis Club, at Franklin, Ind., a local 
newspaper speaking as follows concerning the 
event: 

William T. Nash, nationally known insur- 
ance writer, delivered an interesting. talk on 
Life Insurance to the Franklin Kiwanis Club 
at the regular weekly luncheon of the organ- 
ization, Tuesday. Mr. Nash, who has been 
engaged in various phases of the life insurance 
business, briefly sketched insurance conditions 
as they existed when he first entered into his 
life’s work in contrast with conditions of today. 
The speaker gave several interesting facts in 
connection with the unusual popularity of life 
insurance, stating that 40 years ago there were 
only thirty old line companies, while to-day 
there are over three hundred, with all of them 
doing a larger volume of business each year. 
He also stated that eighty-seven billion dollars 
in life insurance was in force in the United 
States to-day, and that this amount was three- 
fourths of the total for the entire world. Mr. 
Nash is connected with The Spectator Com- 
pany, the largest publishers of insurance works 
in the world. He has been a resident of Frank- 
lin for a little over a year. 


most 


HE meeting of the International Claim As- 
sociation at Old Point Comfort, Va., last 
week was a success—and how! Retiring Presi- 
dent Louis L. Graham, now secretary, deserved 


Also, E. D. Millea, 


of the entertainment committee, was very much 


all the praise he received. 


on the job. 
x Ok OK 
HH S. BEAN, president of the Eastern Cas- 
* ualty of Boston, was observed walking 
about intently studying an editorial in THE 
His impression 
any- 


SPECTATOR of 
that that 
one outside of THe Specrator office was incor- 
rect. The writer of this paragraph did it with 
his own little typewriter, basing the conclusion 
on the undercurrent sensed at the Swampscott 
If that’s a surprise 


September 6. 


editorial was instigated by 


convention three years ago. 
to anybody they are welcome to it. 


x Ok Ox 
RS. J. CHARLES KING, whose father- 
+ in-law happens to be the genial J. J. King, 


vice-president of Hooper-Holmes Bureau, got a 
tremendous “kick” out of her first aeroplane 
ride, taken at Langley Field with Thomas Car- 
roll, chief test pilot of the National Aero- 
nautical Advisory Committee, at the stick. “My 
father wouldn’t allow me to go up, but father- 
in-law said ‘O.K., so it’s all right,” declared 
the attractive Mrs. King. Score one for in- 
laws! 
* * * 
PROPOS of aeroplanes and the Hooper- 
Holmes Bureau, S. S. Ridgeley, supervisor 
in the South for that organization, and one of 
those at the convention, uses an aeroplane in 
getting inspection reports in his territory. We 
hope his luck in the air is better than his luck 
at bridge. 
x Ok Ok 
[ P to the present, Betty Walker Welton, 
daughter of the president of the New York 
Indemnity Company, has held undisputed the 
title of “Conventionette.” A runner-up, how- 
ever, has appeared in the person of Betty 
Hickey, thirteen-year-old daughter of Thomas 
F. Hickey of the Metropolitan Life. 
x x x 
HE Canadian contingent at the sessions got 
a big hand. Insurance over the border is 
very much up-and-coming these days, and its 
representatives, judged by those present, are of 
the type any association would be glad to num- 


ber among its members. It would not surprise 


“me to see a Canadian as president of the asso- 


ciation before long. 
kok Ok 

WISH I could get F. Leroy Templeman, 

of the Maryland Casualty, to handle my 
finances for me. He has been treasurer of the 
association since “the memory of man runneth 
not to the contrary,” and always he shows a 
profit. That’s the kind of financial miracle man 
I need. 


HE kind-hearted old English woman who 

remarked that if wars were so terrible 
what must rumors of war be like, had something 
of a prototype in that person who never read 
accounts of murders and fires in the newspapers 
because, she said, they were so much worse than 
the murders or fires themselves could possibly 


be. 


S°: possibly, in addition to natural indolence 
J and a foolish optimistic habit of hoping for 
the best and doing nothing to see that it takes 
place, such fallacious reasoning will keep some 
people from paying much attention to the great 
volume of excellent advice and valuable sug- 
gestions that will be widely broadcast through- 
out the country during Fire Prevention Week, 
which is scheduled for October 7 to 13. 
x Ok Ox 
HE good results accompilshed because of 
the fire prevention weeks of the past are 
not easily to be measured. That they have been 
great almost goes without saying, yet our na- 
tional fire bill remains a disgrace to our coun- 
try. Last year the record was cleaner than it 
had been for a long time. For the first time 
since 1919 fire losses in the United States were 
reduced. 
* Ok Ox 
HE many excellent suggestions that will be 
made during Fire Prevention Week demand 
the most serious consideration. Cutting down 
the fire losses benefits all of us, for all of us pay, 
at least indirectly, for the buildings and goods 
that go up in smoke. 
* * * 
UT less valuable are some of the suggestions 
that now and then are made by enthusiastic 
persons along fire prevention lines. I recall 
one man who in some way got published his 
brilliant scheme to prevent fire loss. He had 
learned the great truth that if you could do 
away with air a fire would go out. So he 
wanted the fire companies to discard such things 
as fire engines, chemicals and water, and equip 
themselves with balloons and great bag-like con- 
trivances. As soon as a fire broke out the fire- 
men were to rush to the scene, inflate and send 
up the balloon, and draw the bag contrivance 
down over the burning building. When it was 
in place the air was to be pumped out and the 
fire would be over. He had an artist make 
some realistic illustrations to accompany the 
article. It was probably this man’s brother who 
advocated building from the top down instead 
of from the cellar up, so that trafic would only 
be interrupted when the ground floor was laid. 
x Ok Ox 
OOLS attach themselves to everything, from 
politics up. They furnish a certain amount 
of amusement, possibly do little harm, and, I 
presume, detract not at all from the splendid 
work that is accomplished by the intelligent and 
honest persons who are back of such things as 
fire prevention week. 
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THE AGENTS HAVE THEIR SAY 
N his address and administrative re- 
port made at the annual convention 
of the National Association of Insurance 
Agents at West Baden yesterday, Presi- 
dent W. Eugene Harrington did not hesi- 
tate to speak in terms hardly to be called 
uncertain regarding what he considered a 
wrong attitude adopted by many of the 
insurance companies in dealing with their 
agents. He strongly censored what he 
called certain arbitrary methods employed 
by the companies without due regard to 
the rights of the agents and, among other 
things, he said: 

One is led to wonder even more because of 
the great dependence upon the agents by the 
companies. The local representatives of insur- 
ance are the men who must handle legislation 
in the states. The great force available to do 
this work is the state association of insurance 
agents. Similarly when the companies have 
any project which depends upon the co-opera- 
tion of agents for success, the first appeal is 
invariably made to the organized agents. If 
the companies and their organizations expect 
the co-operation of members of the National 
Association in the future, it is time that arbi- 
trary methods of dealing with agents gave way 
to a more reasonable system. It is difficult to 
say how long under such treatment the temper 
of the agents will remain at the even point that 
insures their co-operation. One must marvel 
at the spirit and service of the better agents 
who have refused to be disheartened by soul- 
trying experiences, 

It is not necessary to discuss the pros 
and cons of Mr. Harrington’s charges, 
though that may be almost too strong a 
word to use in connection with his re- 
marks. The fact remains that as the pres- 


ident of the National Association of In- 
surance Agents, which embraces more 
than eleven thousand members, he may 
be presumed to voice at least a majority 
opinion of that important organization. 

Most human relations fall somewhat 
short of being ideal. It is by no means 
improbable that President Harrington has 
touched upon certain matters that might 
well be improved. As he said, it is hard 
to make the doctrine of reciprocity a one- 
way rule; and he added that, if company 
organizations expect the continued sup- 
port of organized agents in upholding 
their solidarity, it must be remembered 
that the principle of quid pro quo applies. 

He was correct in saying that agents 
are always asked to lend their aid in estab- 
lishing organizations devoted to the pro- 
motion of good and opposed to bad prac- 
tices in the insurance business and that 
the response is not lacking to appeals 
looking to public service. Companies will 
be remiss if they fail to consider what 
Mr. Harrington said. If his criticisms 
are justified it is a reasonable supposition 
that they will be prepared to meet the 
agents half way in correcting such evils 
as may exist. 


HURRICANE LOSSES 

T HE recent disastrous storms in 

Porto Rico and in parts of the 
United States again call attention to the 
ever-present need of insurance to pro- 
tect property, crops and lives. The tor- 
nado in Porto Rico caused the loss of 
about 250 lives, rendered 700,000 people 
homeless and did so much damage to 
property that immediate relief measures 
on the part of the United States are be- 
ing undertaken. It is reported that the 
damage to the sugar crop was 25 per cent, 
to the tobacco crop about 50 per cent and 
to the coffee crop 75 per cent, while fruit 
crops suffered a 25 per cent loss. 


Dr. Frederick L. Hoffman in his inter- 


esting and informative book, entitled 
“Windstorm and Tornado Insurance,” 


which is published by The Spectator 
Company, that differ 
from cyclones chiefly in the location of 
development and, as a general rule, in a 
greater wind force which attends the 
movement of cyclones. Such storms, he 
says, are called hurricanes in the West 
Indies, typhoons in the China Sea and cy- 
clones in the United States. The book 
contains tabulations showing the fre- 
quency of tornado and tornado deaths 


says hurricanes 


~ 


J 


with the amounts of property losses in 
the United States by states, as well as 
giving statistics of tornados in this coun- 
try by vears. 

Underwriting information tending to 
minimize insurance losses and aid the 
companies in the selection of risks is rife 
in the pages of this book. With regard 
to West Indian hurricanes, Dr. Hoffman 
says: “The season of West Indian hurri- 
canes is generally from July to October, 
and August and September are appar- 
ently the months of greatest frequency, 
although such storms may occasionally 
occur throughout the year. The path of 
the hurricane is extremely long, some- 
times extending as much as 1,000 miles 
while the diameter of hurricanic force 
may be from 500 to 1500 miles.” The 
duration of such storms between the 
years 1887 and 1923 averaged from one 
to eight days for 122 disturbances sur- 
veyed. 

Hurricanes, cyclones and _ tornadoes 
are not inclined to any given section and 
may occur in almost any State or terri- 
tory. Insurance agents desiring to fur- 
nish the fullest possible protection to 
property holders should point out the 
necessity of carrying windstorm indem- 
nity in order that when losses do occur, 
reimbursement may be available. 


CHICAGO COMMISSIONS 

HE Chicago Board of Underwriters 

recently voted to accept the special 
plan for governing the commission situa- 
tion among fire insurance agents there. 
The plan is the result of many com- 
promises, and is said to be really agreeable 
to none of the parties to it. But it was 
evolved by a committee, which though 
small, was composed of men thoroughly 
familiar with every phase of the situa- 
tion. Its members made a trip to French 
Licks Springs and declared that they 
would stay there until they could make a 
final report. While they did not do so, 
strictly speaking, they did finally arrive 
at a plan which, has now been accepted by 
the Chicago Board. Its final adoption 
now rests with The Union and the West- 
ern Insurance Bureau. The former meets 
in session at Manchester, Vermont, and 
the latter early in October at Old Point 
Comfort, Virginia. The onus of refusal 
is now on them. If the Union votes in 
favor of the plan, the burden of refusal 
would rest entirely on the Bureau. One 
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wonders if either of these organizations 
would care to accept such a responsibility. 
It is a responsibility made more heavy 
because each succeeding failure in the 
series of efforts to solve the Chicago 
situation has only made matters there so 
much worse. It is a matter of surprise 
that the insurance department of Illinois 
has not yet interfered. It cannot be ex- 
pected to continue to be as apathetic 
forever. 

Conditions in Chicago have been ad- 
mittedly bad and growing worse for many 
years. Chicago business has been very 
attractive to the companies both from the 
standpoint of premium income and loss 
experience. Consequently it has been bid 
for under heavy competition. What rules 
existed were never strictly enforced, and 
managers and agents alike have for many 
years winked their eyes at abuses which 
grew up in consequence. 





NO PROFIT IN LAPSES 

i gr man who, for one reason or an- 

has allowed his life insurance policy 
to lapse, in addition to the uncomfortable 
realization that he has done an extremely 
foolish thing, is inclined frequently to re- 
sent bitterly the profit the insurance com- 
pany has made out of him in spite of the 
fact that it is no longer under financial 
obligation to him or to his estate. As a 
matter of fact, insurance companies get 
little if any real profit as a result of lapsed 
policies, and sound financial reasons as 
well as humanitarian feelings urge them 
to do all they can to prevent lapses and to 
regret those that occur. 

Superintendent of Insurance James A. 
Beha of New York State recently made 
this point clear in replying to an inquiry 
as to the 1927 profits of certain New York 
mutual life companies on overcharges and 
lapsed policies and also as to profits from 
the same source by four companies from 
other States. 

These particular companies were all 
mutuals, he said, and all of the profits of 
each company belong to the policyholders 
and were used to pay dividends and to 
increase the surplus. 

He then called attention to the fact that 
the so-called profits from lapses are large- 
ly not real profits in the proper sense of 
the term for, in the first place, there is 
not a life company in the country but 
would be better off financially if it could 
keep its business from lapsing and the 





companies all pay large amounts each 
year to prevent lapsation. When a policy 
is placed upon the books of a company, 
Mr. Beha wrote, after the company pays 
all the acquisition expenses and puts up 
the reserve there is a loss on individual 
policies, under a strict accounting system, 
probably for at least five years. 

He pointed out that the bulk of the 
profits on lapses all occur on_ policies 
which are less than five years in force and 
that in the companies’ expenses on these 
policies there has been a big loss for 
which, when the policy lapses, the com- 


pany is reimbursed by the fact that there 
are no surrender values or that the sur- 
render values are less than the full re- 
serve. Most companies, he said, after 
policies have been in force ten or fifteen 
years, allow the full legal reserve as a 
surrender equity. 

Lapsed insurance policies may well be 
classed among those things which benefit 
neither him that gives nor him that takes; 
and, it might be added, the agent who 
secured the policy is also the loser be- 
cause of his commission on the yearly 
renewals. 
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Persistence—Rare Gift! 


All great achievements accredited to man 
were born of the persistence of some individuals 


So all comforting agencies devised 
by man have taken their place 
through faith in an ideal. 


Successful life insurance salesmen 
are persistent for reasons other 
than personal gain, not the least 
of which is an earnest desire to 
serve humanity and prevent dis- 
tress and tragedy. 


It is a most Honorable calling 


y The Prudential 

amc Insurance Company of America 
Epwarp D. Durrtetp, Presideni 

Home Office, Newark, New Jersey 
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E. Ak WOODS FOUNDATION 
ANNOUNCED 


Over $12,000 Raised at Detroit Con- 
vention as Starter 








BRUCE BARTON’S TALK 





National Association Is Pledged to Pro= 
motion of an Institutional Advertis- 
ing Campaign 


[Special Dispatch by a Staff Correspondent] 


Detroit, Micu., September 14.—The raising 
of upwards of $12,000 from the floor at to-day’s 
session of the thirty-ninth annual convention of 
the National Association for the Edward A. 
Woods Foundation was the feature of the pro- 
ceeding. The establishment of the Foundation 
as an endowment fund for the American Col- 
lege of Life Underwriters was announced by 
Ernest J. Clark, president of the college. Paul 
F. Clark, newly elected president of the Asso- 
ciation, announced that an effort would be mace 
by him to build this fund to $100,000 during 
the forthcoming year and that subscriptions 
would be taken by Franklin W. Ganse, of 
Boston, treasurer of the college. The idea 
caught the imagination of the audience at once 
and pledges were offered from the floor thick 
and fast until well over $12,000 had been sub- 
scribed and more was in sight but President 
Julian S. Myrick called a halt as the prograin 
had already been seriously delayed. Among 
the more prominent subscribers were the fol- 





lowing : 

Chidslen  anant ses a cudd seawaesicnccsens $ 500 
Edward A. Woods Company ae 1,000 
Baal 'O. Cire. . asdiscckss os nears 500 
r. S. S. Huebner 259 
Franklin W. Ganse 250 
Biers Fe. tO NAO arc ais areccccn eis pao eee see-nars 500 
Family of John Newton Russell............ 500 
Chae aS POON. boc ces canoes exe seme 500 
(SS RA ore eer ere 100 
Mr. and Mrs. Edward J. McCormack......... 100 
Repco oes sincere cree ereice sie cane vine i00 
William M. Furey and son...........-0.- 250 
Mr. and Mrs. William Duff............... 500 
pO | er cere 500 
Ghasles 3, ROckWell. on cccedsccacccenveccwcs 100 
BR. VOOR aoc crcctsersovcdavscusescuwas 1,009 


The report of the activities of the American 
College of Life Underwriters was made by 
Dean S. S. Huebner, after which President 
Clark awarded the degrees granted as a result 
of this year’s examinations. 

Charles L. Scott, of Kansas City, reported for 
the resolutions committee in place of C. C. 
Day, of Oklahoma City, who has been taken 
ill. The first resolution read was a memorial to 
Charles Dobbs, late editor of The Insurance 
Field. A second resolution was one introduced 
through the efforts of E. J. McCormack, cf 
Memphis, and set out a policy for the Asso- 
ciation in reférence to the conduct of life in- 
surance companies. Other resolutions recog- 
nized the work of the Detroit Association in 
the forwarding of the success of the conven- 
tion, the program committee, speakers, officers, 


press and others whose work contributed to 
the success of the meeting. 

President Julian S. Myrick announced that 
the trustees have definitely decided to aban- 
don all connection with any publication or pub- 
lishing house, which in effect terminates the 
relationship of the Research and Review Com- 
pany. Mr. Myrick, however, indicated that 
the work of Mansur B. Oakes, president cf 
that concern had been highly appreciated and 
that his advice would be retained through his 
appointment as service consultant of the Na- 
tional Association. 

Presentation of the Charles Jerome Edwards’ 
trophy, given to the Association making the 











Ernest W. OwENn 
Newly-Elected Secretary of the National Asso- 
ciation of Life Underwriters 


most progress along lines laid out previousty, 
was made to H. Loree Harvey, president of 
the Kalamazoo, Mich., Association. 

President Myrick recognized Mrs. Edward 
J. McCormack, who received with him at the 
Wednesday evening reception. 

William Furey, of Pittsburgh, was recog- 
nized as chairman of the nominating comunit- 
tee. The election of the officers proposed was 
moved by J. K. Voshell, of Baltimore, and was 
so ordered. The new officers were escorted 
to the platform and introduced. 

Paul Clark, the new president, was brought 
to the platform by his father, Ernest J. Clark, 
of Baltimore, and Hugh Hart, vice-president 
of Penn Mutual Life Insurance Company. In 
a brief address he announced his intention of 
carrying on the policies of the previous admin- 
istration and to refrain from traveling. Mr. 
Clark is strongly in favor of a national in- 
stitutional advertising campaign and will work 
strongly for one. 

The addresses of many speakers, including 
Roger Hull, Charles J. Rockwell and Claris 

(Concluded on page 23) 
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OUTLINES TRUST COMs 
PANY WORK 





Judge Thomas C. Hennings Sees It 
as Aid to Life Insurance 





SPECIAL GUESTS INTRODUCED 





Canadian Representative Brings Invitation 
to Toronto in 1930—Other Guests 


Speak 
[Special Dispatch by a Staff Correspondent] 
Detroit, Micwu., September 13.—To-day’s 


session of the annual convention of the Na- 
tional Association of Life Underwriters was 
featured by the introduction of special guests 
and by four brilliant speakers, Roger B. Hull, 
Judge Thomas C. Hennings, A. Rushton Allen 
and Dr. John A. Stevenson. 

President Julian S. Myrick first presented 
J. J. McSweeney, former president of the Life 
Underwriters Association of Canada, who ex- 
tended an invitation for the 1930 convention to 
come to Toronto, in accordance with the cus- 
tom of holding a joint meeting every fourth 
year, the last having been at Atlantic City in 
1926. 

The American Life Convention was repre- 
sented by Clarence L. Ayres, president of the 
American Life Insurance Company of Detroit, 
and chairman of the convention’s executive 
committee. The audience stood for a moment 
in memory of the late Thomas W. Blackburn 
founder and for many years secretary of the 
American Life Convention. 

Terrence F. Cunneen, manager of Insurance 
Department of the United States Chamber of 
Commerce, spoke briefly in favor of co-opera- 
tion with civic bodies. 

The addresses of Roger Hull and of 
Dr. Stevenson are reported elsewhere in this 
issue. Judge Hennings is chairman of the in- 
surance trust committee, Trust Company Divi- 
sion, American Bankers Association. His topic 
was the Trust Company’s Place in the Plans 
of the American Life Underwriters. The fol- 
lowing paragraphs from his address are partic- 
ularly significant : 

It is estimated that in this country, last year, 
the excess of earnings over actual living needs 
amounted to approximately fifteen billion dol- 
lars. 

The trust companies throughout the country 
are persistently and consistentiy, through the 
newspapers, direct mail and bill boards, advo- 
cating adequate insurance; and with the large 
financial institutions advertising, in a friendly 
way their belief in life insurance, an insurance 
man is given a new method of approach, with 
an opportunity to stress the fact that he is not 
selling a commodity but a service which is 
recognized as a great economic factor by the 
large financial interests of the country as a 
stabilizer of the family and of business. 
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Julian S. Myrick Reviews the Year 


Retiring President of National Association of Life 
Underwriters Stresses Highlights of the Business 


Association of Life Underwriters, deliv- 

ered at the convention in Detroit last week, 
Julian S. Myrick paid tribute to the fine work 
done on behalf of the organization by Edward 
A. Woods of Pittsburgh and Orville Thorp of 
Dallas, both of whom were past-presidents of 
the Association and both of whom died during 
the year. President Myrick, turning from his 
eulogy, then reviewed the progress of the Na- 
tional Association under the managership of 
Roger B. Hull; discussed co-operation between 
local associations and local chambers of com- 
merce; and recommended the formation of 
State bodies within the Association for the 
study of State legislation. Apropos of Mr. 
Hull’s efforts, President Myrick said: 


This is the first year that the reorganized ex- 
ecutive office has functioned with Roger B. Hull 
as managing director and general counsel. Mr. 
Hull has traveled over 30,000 miles, appeared 
before approximately half of the local associa- 
tions and made about 150 speeches, one of the 
latter being at the gracious invitation of the 
American Life Convention. He has thus be- 
come acquainted with the members over the 
country and after making several extensive 
trips he has obtained a better grasp of the de- 
tails of the office. Consequently he is now more 
nearly in a position to administer and work out 
the affairs of the Association as originally in- 
tended by the trustees, than he was a year ago; 
and I look forward with great hope to the work 
which the Association will do under his leader- 
ship during the coming year. 

The financial obligations of the Association 
for the past year have resulted in a net loss of 
$7857.78, so that it has been found necessary to 
call upon the guarantors for 75 per cent of 
their guaranty for this year. We believe that, 
with a better understanding at headquarters and 
a closer attention on the part of local asso- 
ciations as to the necessity of keeping up their 
membership, this deficit can be overcome. 


L- his address as president of the National 


Praises LocaL Groups 


President Myrick, continuing his remarks, 
urged the formation of local associations, wher- 
ever the minimum membership of ten was 
available, as a means of correcting difficulties 
and broadening the insurance market. The 
board of trustees has decided to abandon the 
idea of having assistants to the president, said 
Mr. Myrick, because few functioned properly 
and, instead, a definite territory has been as- 
signed to each officer and trustee and they work 
in contact with the executive committeemen of 
local associations. This, declared President 
Myrick, gives the governing committee of the 
National Association a better opportunity to 
control situations which may arise and furnishes 
a better standard of judgment for personalities. 
Emphasizing the importance of co-operation be- 
tween banks, trust companies and insurance in- 
terests, President Myrick said: 

Much definite progress was made during the 


past year in bringing about a better understand- 
ing and co-operation between the life under- 


writers and the trust companies, banks and life 
insurance companies themselves. 

The life insurance business owes a debt of 
gratitude for the great amount of advertising 
and publicity given by the banks and trust com- 
panies in all sections of the country, and if the 
basis of co-operation which has been approved 
and published is followed out in good faith, 
there should be no cause for future trouble or 
misunderstanding. 

Your president was invited to address the trust 
company division of the American Bankers As- 
sociation in February, where he presented the 
life underwriters’ point of view. The commit- 
tee of your Association which has to do with 
the co-operation of banks and trust companies, 
of which Mr. Franklin W. Ganse is chairman, 
ment with a s:milar committee of their Associa- 
tion; and as a result of this conference; reso- 
lutions on co-operation were prepared and 
adopted by the executive committee of each As- 
sociation establishing a broad working basis. 

We would point out the work which is being 
done by the various local associations in making 
the resolutions effective, such as the work done 
by the associations in Detroit, Philadelphia, 
Washington, Buffalo, Rochester, Newark, Bos- 
ton, Cleveland, New York and many other 
places. We would recommend that every as- 
sociation take steps to work out a closer co- 
operation with the banks and trust companies 
in their respective communities. 


Turning to the field of helpfulness to life 
underwriters and life insurance companies, the 
speaker recognized the work done by insurance 
publishers along this line when he said: 


We wish to recognize the valuable services 
rendered to the life insurance business by the 
various insurance journals and it is pleasing to 
note that, with the progress of the years, they 
become more and more constructive and effec- 
tive in building up the morale of the business 
and are, therefore, making a distinct contribu- 
tion to our progress and development. 





JuLtan S. Myrick 


Who Retires as President of the Association to 
3ecome Chairman of Its Executive Committee 
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President Myrick decried the practice of 
“twisting” in no uncertain language and also 
touched on such points as health activities, 
legislation and taxation when he commented 
that: 

Decries “TWISTING” 


Twisting is a growing evil, and as the amount 
of insurance in force increases in amount and 
age the temptation on the part of agents, coun- 
cillors, life insurance experts (representing no 
company but the public) becomes very great. 
The local associations can control this condition 
to a certain extent, but unless they are backed 
up by the companies themselves and by the in- 
surance commissioners, the insurance public is 
not properly protected. 

Your president most enthusiastically com- 
mends the action of those companies which 
have incorporated in their application forms a 
question in substance similar to that which ap- 
pears on the application of one of the large 
companies domiciled in the East, which reads: 
“Is any ordinary or industrial insurance in this 
or any other company to be discontinued if 
policy now applied for is issued? Give full 
particulars.” 

The agent has accepted a responsibility of 
service to the insured when he receives his first 
year’s commission and the insured should never 
be called upon to pay another acquisition cost 
for the same amount of insurance in the same 
or any other company. If agents, local asso- 
ciations, companies and insurance commission- 
ers will do their full share toward reducing 
this evil practice, the business will be properly 
conserved and the cost of insurance greatly re- 
duced. 

Every agent should, to the very largest pos- 
sible extent, defend the sales of every other 
agent and so build up in the insured’s mind a 
sense of security in the institution of life in- 
surance. He should make a new sale in this 
way and apply the existing insurance to any 
change in needs which may have occurred since 
the original sale was made. 

The question of conservation of health is well 
handled by most companies but the agents can 
be of great assistance in urging examinations 
upon their clients at least once a a year. This 
will mean that the agents will get increased in- 
surance in about 30 per cent of the policyholders 
so examined, and it will also help to reduce 
both mortality and the cost of insurance. 

A vast amount of work can be done by local 
life underwriters’ associations in the matter of 
taxation. In 1926 policyholders were taxed ap- 
proximately $76,494,067 more than it cost to 
maintain all of the insurance departments in 
the various States, and this amount did not in- 
clude the taxes levied by the Federal Govern- 
ment. State insurance departments should pri- 
marily be considered a service organization 
rather than a means of revenue and double tax- 
ation. Co-operation with your local chamber 
of commerce will help correct this situation. 

I recommend very strongly the formation of 
State associations so that you may have an or- 
ganization to give organized expression of pro- 
posed and existing legislation in your respective 
States. There are many State associations al- 
ready organized, which have rendered and are 
rendering great service for the protection of 
the business and the insuring public against un- 
wise and unnecessary laws. Such associations 

(Concluded on page 11) 
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Leading the Public to Appreciate Life Insurance 


Proper Place of Such Protection in Homes, Businesses, Estates, 
Investments and National Affairs Cited by James Elton Bragg 


tary of the National Life Under- 

writers, struck the keynote of the conven- 
tion of that body in Detroit last week with a 
speech in which he summarized the objects of 
the meeting, touched on the various speakers to 
be heard and discussed the influence of life in- 
surance as a unit. The theme of the sessions, 
as expounded by Secretary Bragg, was as foi- 
lows: 

Leading the Public to Appreciate the Proper 
Place of Life Insurance in the Economy of the 
Home, the Protection of Business Interests, the 
Conservation of the Estate, the Completion of 
Investment Plans, and the Welfare of the Na- 
tion. 

After voicing the hope that those present 
would carry back with them a comprehensive 
outline of the thought content of the prograin, 
Mr. Bragg continued his remarks which, with 
exceptions as noted, were: 

Our theme suggests two leading questions : 

First——What means shall we employ in lead- 
ing the public to appreciate the nature and uses 
of life insurance? 

Second.—What good results will flow from 
our success in the employment of these means 
to this end? 

In constructing our program, we have postu- 
lated that the public will be led to appreciate 
the nature and uses of life insurance through 
the action and interaction of two major forces, 
first, a corps of trained underwriters who are 
motivated by the professional ideal, and second, 
a nation-wide campaign of educational adver- 
tising conducted on behalf of the institution of 
life insurance co-operatively by our companies 
and by this corps of trained underwriters. 

It is our hypothesis that through the action 
and interaction of these two forces in leading 
the public to appreciate what life insurance is 
and does, we shall contribute to the solution 
of three large problems which are faced to- 
day by the institution of life insurance: 

First, how can we increase the annual amount 
of our new business, viewing such an increase 
both horizontally and vertically,—that is, how 
can we insure more lives and how can we in- 
crease the amount of life insurance carried per 
life? 

Second, how can we conserve the life insur- 
ance which we already have in force, and how 
shall we insure in advance the conservation of 
the new business which we hope to create? 

Third, how can we protect the life insurance 
which is now in force and which we hope tv 
create against harmful legislation and unwar- 
ranted taxation. 

We feel that in discussing these problems and 
the means to their solution, we are not only 
considering otr own selfish interests as individ- 
ual underwriters, as companies and as an in- 
stitutional group, but that primarily we are 
seeking the opportunity to render a larger and 
larger measure of humanitarian, economic, and 


J AMES ELTON BRAGG, retiring-secre- 


sociolog.cal service to the nation. * * * 


Every person lives in two mutually inclusive 
worlds, the world of “I do” and the world cf 
‘Lam * © % 


PROFESSIONAL SERVICE 


But let us begin with the world of “I do,” 
the world of technic, of adapting means to 


ends, of objective achievement. We can divide 





JAMES ELTon BraccG 


this subject into three parts: (1) professional 
service to the insured and beneficiary, (2) sales- 
manship, the marketing of that service, and (3) 
The executive and administrative phases of the 
underwriter’s work. 

Professional service to your client and his 
beneficiaries embodies the answers to four main 
questions : 

1—Does your client need life insurance? 

2. If so, how much life insurance does he 
need ? 

3. Which form of life is best 
adapted to his needs and to his capacity to pay 


insurance 


premiums ? 

4. Of the amount and kind of 
ance which he needs how much can he reason- 
ably expect to carry? 

5. How can his old policies and his new 
insurance be co-ordinated into a unified plan, 
to the end that his life insurance estate may be 
safeguarded and its proceeds managed in such 
a way that it will serve the purposes for which 
it is needed and intended? 


life insur- 


My statement implies that if your client 
does not need life insurance or cannot pay for 
it, he is not a prospect for new policies and 
that you will keep the faith with your pro- 
fessional ideal by refraining from the use of 
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“high pressure” efforts to sell him more life 
insurance. 

The method whereby you would find the an- 
swers to these four questions would include: 

First—A survey and analysis of the client’s 
situation in all his personal and financial rela- 
tionships in life; his individual relation to his 
own ambitions, objectives, plans, and interests; 
his relations to his family, to his business or 
vocation, to the general estate which he had 
already created. 

And then, out of the liabilities, responsibili- 
ties, and interests which these relationships cre- 
ate in life for your client you would find his 
specific needs for life insurance. I use the 
word “needs” in the broad sense, embodying 
“wants.” From your study of the man him- 
self in the midst of his activities you would 
determine his capacity to pay premiums. Your 
next step would be to organize the plan of 
life insurance for him. This step would in- 
volve two processes; the creation of his life 
insurance estate through the adaptation of his 
old and the indicated new policies to his needs 
and purse—and the establishment of an agency 
for the conservation and management: of his 
policy proceeds. 

These two processes—the creation and the 
management of the life insurance estate are 
interdependent; each must be co-ordinated with 
the other—and both must be adapted to the 
client’s needs. 

This brief discussion of professional life un- 
derwriting implies that you could not serve 
your client efficiently in the creation of his 
life insurance, even granting that it were your 
earnest desire to be controlled in your work 
only by his interests, unless you had a broad 
knowledge of life and its problems—human na- 
ture and its interests—life insurance in. its 
variations—and the application of life insurance 
to specific needs. * * * 

SAFE INVESTMENTS 

The mere creation of the life insurance estate 
through the organization into a plan of several 
life insurance policies, does not assure your 
client that the proceeds of this estate when it 
matures will be invested safely and managed 
wisely to the end that the estate shall serve 
the purposes for which it was needed and in- 
tended. 

Hence, if you would render a complete ser- 
vice to your client, you must have a thorough 
knowledge of the application to your client’s 
needs of the two chief agencies whereby the 
proceeds of life insurance may be safeguarded 
and managed: (1) trust companies and (2) 
life insurance companies through the income 
devices embodied in their policies.* * * 

We now pass to the discussion of the second 
of the two major forces which, through their’ 
action and interaction, will aid us in leading 
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the public to appreciate the nature and uses of 
life insurance—institutional advertising. 

If I should state in terms which are com- 
mon in the field of commodity merchandising, 
one of the objectives which is implied in our 
theme, I should say that the institution of life 
insurance wants a larger share of the “con- 
sumer’s dollar.” Strictly speaking, however, 
we differ from the industries which are con- 
ducted primarily for private profit and which 
market consumer goods, in that what we really 
want to do is to induce the individual member 
of the public to divert into his own co-opera- 
tively conducted reservoir, a larger share of 
his present annual income in order that this 
share may be multiplied through profitable use 
in the basic economic activities of the nation 
while it is being conserved for his own use or 
the use of his beneficiaries—to-morrow—in the 
completion of those very plans which afford 
the dominant motivation in his life to-day. 

Our competition for this larger share of the 
annual dollar expended by the individual, is 
with the other satisfactions which he can ob- 
tain for his money—largely material satisfac- 
tions for immediate enjoyment. 

And this is difficult competition because he 
does not know the proper place of life insur- 
ance in the economy of his home, in the protec- 
tion of his business interests, and in the ad- 
vancement of his other plans. He does not 
think of life insurance to-day in terms of specific 
needs—his concept of life insurance consists 
largely in a vague notion of “protection.” And, 
my friends, fine appreciation of anything in life 
—of any instituition and its service—is not cul- 
tivated by “twilight effects.” 

We wish to lead the individual member of 
the public to a proper evaluation of the insur- 
ance in its relation to the other satisfactions 
which he wants in life. In effect, we wish 
to lead him into a new state of mind—to give 
him a new scale of values—which will incite 
him to adopt a more symmetrical, a more ra- 
tional plan for the distribution of his annual 
income into present standard of living and into 
provision for future contingencies. 

Whereas, it will be the function of the un- 
derwriter to apply life insurance to the par- 
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Again Elected Treasurer of the National As- 
sociation of Life Underwriters 


ticular case—to induce the individual to study 
his life problems and to adopt that plan for 
creating and managing his life insurance estate 
which will best serve his interests within the 
limitations of his means—it will be the func- 
tion of institutional advertising through an or- 
ganized campaign of education reaching the in- 
dividual member in his moments of relaxation 
to create that state of mind that will enable the 
professional underwriter and his company to do 
the most effective work for the public good. 
Perhaps I can give you a better general idea 
of the distinction which I have in mind when 
I recall to you that during the war there was 
a sudden increase in the amount of new life 
insurance produced and that the trend of this 
increase upward—with the exception of the 
reaction year in 1921—has gone forward. Did 
the sudden upward trend in our production in 
1917 result from a sudden revitalization and 
increase in efficiency on the part of our agency 
forces? Did we create this new production— 
or was it possible because something else cre- 
ated a new state of mind on the part of the 
public toward life and life insurance—which 
our agents took advantage of? 





I realize that the increased efficiency of our 
agents has contributed since the war to the 
sustaining of the new level of business which 
was established during the war. But I am also 
firmly convinced that the endorsement of life 
insurance which was given by the Federal gov- 
ernment during the war—the publicity which 
was given to the benefits of life insurance— 
coupled with the contemplation of death which 
came to all the men who joined the colors— 
created a state of mind on the part of the 
public which was favorable. Agents con- 
stantly used the phrase “professional service.” 
And this phrase implies that in applying his 
knowledge to the particular case the under- 
writer must be motivated by an attitude of fine 
sympathy for his client’s interests. 

The entire and full national concept of 
life insurance in 1919 was quite a different 
thing from that which it had been in 1916. And 
it was due, I believe, to influences which were 
beyond our agents,—beyond the efforts of the 
whole institution of life insurance itself. We 
made good on the opportunity which faced us 


Io 


—but we did not create the opportunity. 

Likewise, we believe that through a properly 
conducted campaign of educational advertising 
institutionally conducted—we can bring about 
another large advance in the public’s knowledge 
and appreciation of life insurance—with its 
abundant opportunity for more business. * * * 

The logical climax of our thinking is that 
in the end the achievement of the aim implied 
in our theme must result in benefits to the na- 
tion—it must be above selfish interest of agent 
or company—our institution deserves to pros- 
per only in the measure that it renders a larger 
measure of service to the nation. 

The National Association believes that it is 
our duty and our opportunity both as a group 
and as individuals to lead the public to a greater 
appreciation of the nature and uses of life in- 
surance. We believe that this end will be at- 
tained through the inter-action of two major 
forces, the personal contact with the public of 
competent, professionally-minded ambassadors 
of a great institution, rendering efficient service, 
and through that service extending good will— 
aided in the performance of that service by 
educational advertising which through constant 
contact with the public will create in the pub- 
lic mind a concept of life insurance which will 
make it possible for these ambassadors to ren- 
der a full measure of service 





EDUCATIONAL COMMITTEE’S REPORT 
National Association Hears from Eight of 
Nine Members 
The committee on education of the National 
Association of Life Underwriters, of which B. 
B. Macfarlane is chairman, presented a lengthy 
report. Reports, Mr. Macfarlane said, were re- 
ceived from eight of the nine members of the 
committee with reference to their activities since 
the mid-year executive committee meeting, and 
were presented as a part of the committee re- 
port. They were from C. Vivian Anderson, 
Cincinnati; A. C. Crowder, Birmingham; A. 
R. Edmiston, Lincoln, Neb.; Guy MacLaughlin, 
Houston; J. Arthur Pinto, Lansing; J. R. Rus- 
sell, Los Angeles Miss L. Hefferman, for Com- 
mitteeman E. J. Sisley, New York, and Mr. 

Macfarlane’s own report. 
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AMERICAN COLLEGE OF 
LIFE UNDERWRITERS 


Dr. S. S. Huebner Describes Curricu- 
lum at Detroit Sessions 








CITES IMPORTANCE OF C. L. U. 
DEGREE 





Educational Activities of School Becoming 
International in Scope 


Dr. S. S. Huebner, dean of the American 
College of Life Underwriters, in addressing the 
annual convention of the National Association 
of Life Underwriters at Detroit on “The A. 
Cc. L. U. Considered from the Educational 
Standpoint,” spoke w:th great enthusiasm as to 
what already has been accomplished by the 
college, and was optimistic as to the important 
place it would hold in the future history of in- 
surance. He said that he was certain that the 
National Association, since education is the key 
to the future of successful life underwriting, 
will be convinced that the American College of 
Life Underwriters is one of the greatest if not 
the greatest factor for good that it had ever 
in:tiated and fostered. 


Mr. Huebner said that twenty-five condidates 
from twenty-one different cities and twelve 
States took the first examination given by the 
college and that of these twenty-one qualified 
for the degree of Chartered Life Underwriter, 
which, he said, was more than twice the num- 
ber that qualified at the first certified public 
accountancy examination. The next examina- 
tion is scheduled for December 27, 28 and 29, 
and thereafter they will be conducted but once 
a year. He said that nearly every candidate 
who failed to secure the degree last June intends 
to try again in December. 

Mr. Huebner said that the C. L. U. degree 
has even a tendency to become international in 
character for in the June examinations one of 
the successful candidates hailed from Shanghai, 
China. It appears also that at the December 
examination there will be three candidates re- 
spectively from China, Madras and Prince 
Rupert. 


Julian S. Myrick Reviews the Year 
(Concluded from page 8) 


exert a restraining influence on excessive taxa- 
tion. 
INSTITUTIONAL ADVERTISING 

Since 80 per cent of the life insurance of 
the country is written by companies coming 
under the New York law, President Myrick re- 
iterated the opposition of the National Asso- 
ciation to the legislation in that State in connec- 
tion with Section 97 of the insurance law zov- 
erning the limitation of expense in securing 
business and urged close study of this legis- 
lation upon all members of the organization. 
The possibilities of institutional advertising of 
life insurance to the public through regular 
advertising media, through insurance journals 
and through the distribution of literature tend- 
ing to create sales markets was dealt with by 
the speaker as follows: 

It seems to me that some progress has been 


made during the past year toward bringing 
about institutional advertising. Great progress 
has been made in Canada. Much co-operative 
advertising has been done by various local as- 
sociations also. A special committee of the life 
agency officers has been studying the situation 
and I venture to predict that before many years 
the companies will see the necessity of inst‘tu- 
tional advertising, not so much to increase the 
sale of new business but to give the insuring 
public a better conception of the idea and back- 
ground of the institution of life insurance. A 
committee of your Association has been co- 
operating with the life agency officers to the 
fullest extent and we would urge the officers 
and members of the local association to sup- 
port this progressive movement. 

There are so many angles to the business 
which—if only the public were better informed 
and had a better knowledge and understanding 
of them—would work out for the improvement 


of our entire organization. A large volume of 
new business would automatically follow edu- 
cation of the public im life insurance, but this 
latter consideration should certainly not be 
the prime reason for institutional advertising. 
It is my belief that when institutional advertis- 
ing has finally been gone into the wonder will 
be, after a reasonable length of time and ex- 
perience with it, that it had not been resorted to 
sooner. 


Cancer Among the North American Indians 

A ninety page booklet, “Cancer Among 
North American Indians. The Health Prog- 
ress of the North American Indian. The In- 
dian as a Life Insurance Risk,” has been pub- 
lished by the Prudential Insurance Company of 
America, Newark. The author is Frederick 
L. Hoffman, LL.D. 
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Pioneering 


Progress always requires pioneering. 
steps, must lead in the exploring of new fields, must “go before and 
remove obstacles for those who follow.” 


In order to fulfi! its obligation to humaniy, life insurance must seek 
new ways of service, in addition to extending the old. And so it 
must have pioneers. The New York Life has always recognized this 


Many years ago this Company undertook to pioneer in the field of 


After a long and intensive study of declined cases, it found that spe- 
cial rates could be calculated, permitting, with safety, the acceptance 
of many risks which previously had been rejected. 


On july |, 1896, the Company issued its first sub-standard policy. 
Since then, the writing of insurance on impaired lives has been a part 
of the New York Life's regular service to the public, and has grad- 
ually been adopted by a majority 


Today, Nylic Agents are enabled to ob- 
tain insurance for approximately three 
out of every five clients who other- 


NEW YORK LIFE INSURANCE 


DARWIN P. KINGSLEY, President 
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New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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Life Insurance and the Nation’s Welfare 


By Ciarts ADAMS 


Secretary and General Counsel, American Life Convention 


HE institution of life insurance is a 
public asset, capita! in nature and na- 
tional in significance. The character, 

scope and variety of its functions and the mag- 

nitude of its development make it one of the 
important social, economic and political forces 
of America. 

Directly or indirectiy, life insurance serves 
the whole people. It generates economic power, 
which, transmitted through the basic business 
enterprises of America, supplies commercial 
energy to every section of our country and 
every portion of our population. It protects, 
and by protection, augments, both property and 
human values, which constitute a vast propor- 
tion of our national wealth. It helps to but- 
tress the mighty credit structure of modern 
business, without which industry and trade 
would revert to the medieval, with a unique 
force which overbalances with a minmium of 
financial stress the inevitable strain of mor- 
tality. It supplements other institutions of 
finance with resources which they can not com-- 
mand and functions which they can not per- 
form. 


INFLUENCE Is UNIVERSAL 

As a social force, the influence of life in- 
surance is universal. The incidence of its 
benefits reaches beyond its patrons to the whole 
nation. Life insurance has practically immun- 
ized America against the plague of poverty. 
Through more than two hundred thousand 
prophets, it preaches the gospel of thrift to the 
salvation of a people whose predominant vice 
is extravagance. Every day to countless thou- 
sands it is providing the means of an adequate 
education and thus helping to build for a na- 
tion charged with gross materialism a cultural 
foundation worthy of its future greatness. 
Practically every form of philanthropy inspired 
by man’s humanity to man has found practical 
expression through the medium of a life in- 
surance policy. But the principal genius and 
the greatest glory of the institution is the 
preservation of the American home. Thou- 
sands of families intact despite disaster, self- 
supporting, self-respecting, self-reliant, pol- 
linating America with those elemental virtues 
which reach their fullest flower only about the 
indestructible hearthstone of a united family— 
these are the supreme contributions of life in- 
surance to the welfare of the nation. 

Even in the realm of government the in- 
fluence of life insurance, although indefinable 
and intangible, is real. It is a stablizing force 
which makes for the maintenance of the exist- 
ing order. The purchase of a policy implies 
confidence in the efficacy and faith in the per- 
manence of our institutions. It commends the 
concept of capitalism, the institution of pri- 
vate property and the ordérly processes of gov- 
ernment to posterity. Economically and 
psychologically, it endows men with a species 





of independence which is essential to real citi- 
zenship in a real republic. It inspires them 
with vision, without which the people perish. 
The sacrifice it entails builds character, upon 
which foundation all human institutions must 
ultimately rest if they are to survive. In no 





This article is extracted from an ad- 
dress made by Mr. Adams before the 
meeting of the National Association of 
Life Underwriters in Detroit last week. 
—Enpitor’s NOotE. 











fanciful sense, every policy of life insurance 
issued in this country underwrites proportion- 
ately the future of the United States. 

All in all, no inventory of America, whether 
to determine its material wealth, its economic 
strength, its social stability, its political perma- 
nence or its spiritual power, is either accurate 
or complete which does not rank the institu- 
tion of life insurance high among the assets of 
the nation. The ultimate beneficiary of Amer- 
ican life insurance is America. 


GREAT GROWTH 

Even in this land of miracles and this age of 
marvels the growth of life insurance has been 
one of the outstanding events of the present 
century. Insurance in force has increased ten 
times since nineteen hundred. For the third 
successive year, the annual writings of nine- 
teen twenty-eight will exceed the whole amount 
at risk in nineteen ten. Long before the end oi 
the decade, it will reach the amazing and in- 
spiring total of one hundred billion dollars. 

In the meantime, companies have multiplied 
both in strength and numbers. More than three 
hundred and fifty, operating upon a legal re- 
serve basis, domiciled in almost every State in 
the Union, supply sound insurance to the Amer- 
ican public. The admitted assets of the insti- 
tution have grown from less than two billion 
dollars in nineteen hundred to almost fifteen 
billions in nineteen twenty-eight. Of the thir- 
teen corporations in the United States with 
tangible assets of more than a billion dollars, 
three are life insurance companies. Life insur- 
ance now accounts for more than three per 
cent of our national income and represents 
more than three per cent of our national wealth. 
But more important and more inspiring still, 
while approximately fifteen per cent of the 
people carried policies upon their lives at the 
beginning of the century, now more than half 
the population have sought and found sanctu- 
ary within the walls of the insurance edifice. 

Statistics of achievement are no less impres- 
sive than statistics of growth. Life insurance 
companies of the United States distribute an- 
nually more than a billion and a half dollars 
to policyholders and beneficiaries. Since nite- 
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teen hundred, they have paid out approximately 
seventeen and a half billion dollars, more than 
twice the amount of all life insurance then in 
force. In all that time, neither insured nor 
beneficiary has lost a single dollar through 
legal reserve companies. Furthermore, pay- 
ments are as prompt as they are certain. The 
Commissioner of New York states that in 
nineteen twenty-six, companies writing more 
than ninety per cent of the business in the 
United States settled ninety-nine and forty- 
five hundredths per cent of their claims with- 
out contest or compromise; that most of them 
paid over ninety per cent within twenty-four 
hours, and they finally disposed of ninety-nine 
and ninety-five hundredths per cent during the 
current year. 

Neither the development of life insurance in 
America, however, nor its contribution to the 
nation’s welfare can be fully measured by 
statistics, regardless of their amazing multipli- 
cations or their awesome mass. The institu- 
tion has waxed great, as well as strong. It 
has grown in spirit commensurate with its 
stature. 

Not the least of its contributions to Amer- 
ica is the example of integrity, capacity and 
vision which it has set before American busi- 
ness. It has been said that life insurance is 
as conservative as the multiplication tables and 
as progressive as the experimental laboratory. 
It is forever marching down new avenues to 
the public good. It is constantly seeking new 
ways to serve society. It is sacredly perform- 
ing the most sacred trust reposed in men. It 
has crowned its material achievements with an 
ideal of service which makes it stand apart 
and alone among the great business structures 
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Its history is full justification 
“The 


of the nation. 
of the legend of this organization: 
greatest business in the world.” 

Evidence of the contribution of life insur- 
ance to the welfare of the nation is not con- 
fined to the testimony of its votaries. Five suc- 
cessive President of the United States have 
proclaimed its private benefits and public bene- 
factions. Distinguished citizens from the ranks 
of every principal business, profession and oc- 
cupation in America have added the weight of 
their testimony. 

The public press, once critical, now regards 
the institution with profound respect. The 
newspapers and periodicals of the country are 
constantly adding to the prestige of life in- 
surance, creating goodwill for the business, ce- 
menting public confidence in the institution, by 
the irresistible force of favorable publicity, of- 
fered not primarily in the interest of life in- 
surance as such, but in the interest of the pub- 
lic whom they serve. 


PULPIT AN ALLY 


The pulpit, once an enemy, is now an ally. 
The enlightened clergy of to-day are evangels 
of life insurance. They exalt it as the ap- 
plied science of a profound idealism, closely 
akin to practical religion. The school, once 
indifferent to the subject, now almost univer- 
sally includes the study of insurance in its 
curriculum. In every first-class college in the 
country it is recognized as an important branch 
of economics. 

Business, once doubtful, is weaving life in- 
surance into the very warp and woof of the 
industrial and commercial fabric of the nation. 
Business insurance is being fashioned to new 
uses constantly. Group insurance is rapidly 
making a conquest of the industrial world. The 
trust companies of America are spending a mil- 
lion dollars annually advertising life insurance 
trusts. In a recent financial article in a maga- 
zine of national circulation the author states that 
of five prominent leaders of five separate leading 
business enterprises of New York city inter- 
viewed, all of them advised that the first savings 
accumulated should be invested not in their own 
business, but in an insurance policy. As never 
before, American business is sold on American 
life insurance. 

Perhaps the greatest tribute ever paid to life 
insurance fell from the lips of Charles Evans 
Hughes. He spoke with authority as no other 
man in America could. At the very thres- 
hold of his brilliant career, as prosecutor of 
the Armstrong committee, he had exposed the 
abuses and pilloried the evils that then existed 
in the business. A year ago last December, 
however, he appeared before the Association of 
Life Insurance Presidents, to congratulate its 
members upon tlre achievements of twenty 
years. Upon that dramatic and historic occa- 
sion, he spoke as the foreman of the nation 
recording the verdict of America. He said: 
“T believe that There is no safer and better man- 
aged business in the country than yours. 
* * * Your achievements count predomi- 
nately not for yourselves, but for the American 
people.” 


Life Insurance a Compeller of Thrift 


Rabbi Stephen S. Wise Asks for Self-Scrutiny 
on the Part of the Business 


Free Synagogue, New York, and presi- 

dent of the Jewish Institute of Religion, 
said that life insurance is at one and the same 
time the most important and effective compeller 
of thrift in his address before the National As- 
sociation of Life Underwriters at Detroit. Con- 
tinuing, he declared: 


R re STEPHEN S. WISE, of the 


INSURANCE Faces Facts 

I have from my youth placed my faith and 
limited means in the keeping of life insurance 
companies. I believe in life insurance a priori, 
for it seems to me the facing of the fact of life, 
which is always good. And not only the facing 
of the fact of life, but making provisions for 
the eventuality which is too often regarded 
amongst the confusions of sentimentality rather 
than viewed with the clarity that is borne of 
the recognition of realities and of the purpose 
to meet them with foresight and wisdom. 
If in other days men took insufficient account 
of the fact of death and its material conse- 
quences to the family group it was because of 
lack of prevision. There can be no provision 
for the surviving if there has been, during their 
life time, no prevision by thé dead. 

And something also stood in the way of the 
wide acceptance of the wisdom of life insur- 
ance. What shall we call it? A sloppy and 
questionable mysticism, which half-daringly and 
half-cantoningly uttered the formal: “Leave it 
to God.” My answer is simple, and, I believe, 
not irreverent: “God gives it and leaves it to 
me here and now to make all possible provision 
for loved ones, the care of whom is my life- 
task.” I may and do trust to the higher wisdom 
what in this life I cannot do. But I must do 
what I can, bearing my burdens like a man 
whose vision and purpose and love need not be 
stayed by the grave. 


CoMPANY SCRUTINY NEEDED 


There are many men, particularly in profes- 
sional life, who, like the speaker, do not wish 
to concern themselves with fiscal and invest- 
ment problems. I have chosen to shift that 
burden to trustworthy experts, but all that I 
have said gives me the right to lay a solemn 
injunction upon you. It is not enough to as- 
sure me that the insurance companies are like 
banks, under strict and continuous State super- 
vision. I ask much more than scrupulous State 
survelliance. We, who place much, even all, in 
the hands of the life insurance companies, have 
the right to demand something more—the most 
rigid and meticulous self-scrutiny. Not chiefly 
conformity to the requirements of the State, 
however rigid, but the lifting up of the highest 
of standards by those who, more than any 
others, are the trustees for multitudes through- 
out the nation. 

A man who buys stocks knowingly takes a 
chance and hazards his means. My fellow-in- 
vestors in life insurance, and I, have the right 
to demand certitude. To this end, I have a pro- 
posal to make which in one form or another 
will in time be accepted. From year to year 
one or two representatives of the life under- 
writing group of every company should be in- 
vited to serve on the directorates, so that these 
contact men shall not only have the right to sell 
insurance, but be enabled to give moral guar- 
antee that the trust funds of the insurance fund 
are being safe-guarded as none other. 
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I have sometimes thought that life insurance 
is the one potentially perfect form of ethical 
co-operation. Not from the viewpoint of un- 
derwriting or overrighteousness do I say that 
my interests and those of my family coincide 
entirely with those of the life insurance com- 
panies, which for a consideration have cov- 
enanted to support my widow and orphaned 


children. I can hurt the insurance companies 
only by doing injury to myself. I can hurt 
them only at mortal cost to myself. The more 


vigilant I am in safeguarding my health, the 
lighter becomes the burden which will be shifted 
from me to them. We can win together or 
we must lose together. 

I like life insurance and everything else 
straight. It ought not to be mixed or sugar- 
coated by or bound up with anything else, for 
example—fraternalism and the so-called fra- 
ternal orders. Life insurance is a business to 
be administered with sc‘entific exactitude and 
moral integrity. Life insurance that is bound 
up with other things oft-times proves in more 
ways than one to be other than straight life 
insurance. Insurance may be sold cheaply: 
cheap insurance may be very cheap, but it is not 
insurance. 

INSURANCE FOR CAUSES 

I have long favored and even urged the prac- 
tice of persons insuring themselves for the sake 
of causes. Many of us give of time and 
strength and substance to causes which we 
would fain have go on and flourish after our 
death. I have no large means to bestow upon 
great causes which I have cherished and sought 
to serve during my life; but, through insurance, 
it will be possible to do that for causes which in 
my life-time I would but could not. 

New York University Insurance Courses 

The New York University School of Com- 
merce has announced that it will give courses 
in the Principles of Insurance, Fire Insurance, 
Casualty Insurance and Fidelity and Surety, 
Mar?ne Insurance and Life Insurance at Wash- 
ington square and Wall street, beginning next 


Monday. 





S. T. WHATLEY 
Who Was Elected National Vice-President of 
the National Association of Life Underwriters 








Life Insurance 





Thursday 














Protecting Business Interests Through Life 


Insurance 


By Cuas. J. RocKWELL 
Director of the Rockwell School of Life Insurance 


people with property, and this business 

has for its object the creation of new 
values. To the present, or cost value of prop- 
erty human activity adds a new value, called 
profit. An interruption of business momentum 
may imperil the status of the present value and 
will certainly reduce the measure of the new 
value hoped for, if it does not actually destroy 
all chance of securing it. Against such inter- 
ruption by death we can insure, retaining the 
property element of profit-making intact and 
assuring the gains which were to arise from 
the element of human activity, thus actually 
creating new wealth instead of merely defend- 
ing the old. Probably undue stress has been 
laid upon the property element of business, for- 
getting that business success depends more upon 
people than upon property and that the ulti- 
mate objective of all business is to create profits 
and not merely to pay for property already 
acquired. The very nature of modern busi- 
ness demands a protection against losing the 
human element of it. The tendency of the 
times is toward skilled management of reser- 
voirs of capital contributed by non-active in- 
dividuals, toward combinations of capital and 
capacities. for joint endeavor and by extensive 
delegation of important functions to trained em- 
ployees. 


B USINESS is primarily the business of 


On Wuat Success DEPENDS 

The service of life insurance in increasing 
the net worth of terminated business ventures, 
and to provide funds with which to buy out a 
deceased partner's interest (which is really re- 
turning to him his contributed capital with its 
accumulations) has been so _ consistently 
preached that its usefulness in this respect is 
now conceded. But the contingency this in- 
sures against is, after all, deemed a remote one 
as to its happening, and the current prosperity 
of the enterprise dims the prophecy of the 
problem presenting itself. Life insurance has 
as great a value in promoting the success of 
a going concern as it is conceded to have in 
minimizing disaster or as a shock absorber. 
Our obligation is to present it in this light— 
as an ally to business success. 

Business success rests upon three - factors. 
First: ample and elastic capital—expanding and 
contracting as required to meet the demands of 
the business. Inelastic capital demands divi- 
dends even in slack times and a shortage of it 
sometimes limits profits. Second: the capacity 
to manage that capital—both ability and op- 
portunity must be present. Ability limited in op- 
portunity by apprehension yields no_ profits. 
Third: A prospect of permanency in the ven- 
ture undertaken—both creditors and patrons dis- 
trust an enterprise obviously temporary or 
which presents a constant threat of dissolution. 
These three basis factors of capital, capacity 
and continuity are not only closely interrelated 
but are in a degree transmutable notwithstand- 





ing the fact that capacity, which is a human a- 
tribute seems to stand at the apex of the tri- 
angle. 
An Ap TO CAPITAL 
Capital, which is usually regarded as made 
up of tangible resources, life insurance can 
stabilize, liquify or augment. The tendency of 
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RocKWELL 


Cras. J. 


such capital is to become frozen into fixtures, 
inventories or accounts receivable. It is always 
limited, its amount fixed as to maximum and 
minimum and subject to sudden recall. Only 
forced sales will release frozen inventories, and 
these entail losses either of profit or cost of 
goods. unless offset by cash from other sources ; 
accounts are only partially collectable by a 
liquidating concern and pressure from a going 
concern embarrasses and drives away its cus- 
tomers. Whether the need for cash is to meet 
liabilities or replenish capital withdrawn by aa 
owner it is preventable by life insurance. * * * 

Even so hasty a survey of the fabric of busi- 
ness as we have thus far made discloses that 


four major problems present themselves, singly’ 


or in combination, in the solution of which life 
insurance can best meet the situation where 
death causes the problem to arise. First: the 
enterprise may lcse an important man who may 
His value 
technical 


be an owner or merely an employee. 

to the concern may be due to his 
knowledge or skill, his managerial ability, his 
financial responsibility or to his advice be- 
cause of his experience. But in many cases it 
may ar:se because of the good will he holds or 
the bus:ness he controls even though he be not 
active. Again he may stand between the firm 
and attack from unfriendly or hostile interests. 
Second: the present possessions and credit of 
the concern may be impaired by sudden efforts 
to meet, almost on demand, the liabilities of the 
enterprise with no help forthcoming from the 
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deceased, and this demand may be the more 
insistent where any important factor in the 
business is removed. Third: the difficulty of 
retiring the interest of the deceased in the 
enterprise is ever likely. While this is op- 
tional, though desirable, in a corporation, in a 
partnership it is a right of the deceased’s 
representatives against which the survivor has 
no defense. Fourth: the disastrous shrinkage 
in the value of every asset the firm owns where 
liquidation and distribution of the net worth of 
the enterprise is suddenly made necessary. Not 
only are the assets of almost every business to- 
day valued only as those of a going concern, 
which values are always tinctured with hope, 
hence over-valued, but all liabilities mature un- 
expectedly at par. No extension of time is 
possible and credit favor is withdrawn. The 
resulting disaster may even operate to lower 
the credit standing of the survivors in any 
future venture they may undertake. It needs 
but a moment’s imaginative reflection to see 
the application of life insurance as the quick- 
est, surest, most economical and sometimes the 
only way of meeting any one of these problems 
at instant notice where brought about because 
of a death. 


PROTECTING CORPORATIONS 

While in the main the problems suggested 
have been those of partnerships, it must be re- 
membered that a small corporation is not so 
completely immune from the results of the sud- 
den loss of one of its principal factors as the 
theory of the law contemplates. In any event, 
even though by such death its existence is not 
terminated, its profit-making momentum is 
checked and its dissolution may be only post- 
poned. Three problems confront the corpora- 
tion in its efforts to continue. A new execu- 
tive must be sought and, when found, strength- 
ened in the discharge of his duties. The stock 
control must not be permitted to be taken out 
of the hands of the managing personnel, nor too 
widely distributed among them, or to be so 
delicately balanced as to make the executive 
timorous or to develop petty politics in the or- 
ganization. And finally the non-active share- 
holders must be kept happy and satisfied with 
the new administration and in sympathy with 
its problems. Life insurance offers an experi- 
mental fund for new executives, money with 
which to purchase and distribute, under a pre- 
arranged plan, any stock necessary to hold the 
stock control where it is desired to place it, 
and by increasing the value of their shares, 
affording them a ready market for their shares, 
and stabilizing their dividend income, retaining 
the good will of the non-acting shareholders. 





Mr. Rockwell, in delivering the address, 
before the National Association of Life 
Underwriters, from which this article ts 
extracted, reviewed the needs of business 
and the manner in which life insurance 
can meet and satisfy those needs. The 
material here presented is a curtailed ab- 
stract of his remarks, but is sufficient to 
bring out the main points involved.— 
Epitor’s Note. 
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New Era of Business Development Ahead 


Quality Will Replace Quantity Production and the Life 
Underwriter Will Keep Pace, Says Roger B. Hull 


“bill of rights” will come from a new 

public consciousness on the part of 
big business, Roger B. Hull, managing di- 
rector and general counsel of the National As- 
sociation of Life Underwriters, addressed the 
convention of that body in Detroit last week 
on “The Néew Industrial Citizenship.” In- 
creased public understanding of business, 
trusteeship and technical training will be the 
three chief factors in the new era declared Mr. 
Hull. Quality will replace quantity production 
and the modern life underwriter will measure 
up to the needs of the future. Mr. Hull’s re- 
marks were in part as follows: : 


Knowing the facts and the detrimental con- 
sequences to the public of acts which result 
from a lack of understanding, any industry 
would fail miserably, if it should neglect to 
employ every fair means to offset misrepresen- 
tation by knowledge, to replace ignorance with 
understanding. 


[) titer a that America’s next great 


Co-OPERATIVE ADVERTISING 

And here I want to express a personal opin- 
ion. As I view the situation, the essential and 
outstanding process for the promulgation of 
this increased knowledge of and fublic con- 
fidence in the institution of life insurance must 
be some program of co-operative advertising. 
Looking at our business through the smoked 
glasses of ignorance and misunderstanding, the 
American public has failed to obtain a correct 
picture of the modern underwriter. This has 
made fertile ground for seeds of distrust, sus- 
picion and even of bitterness. The problem of 
correctly informing the public of the recent 
evolutions of our business, its functions, mo- 
tives and ideals, is, in my opinion, an urgent 
_and immediate one. Not the sort of education 
which seeks to camouflage inferiority of per- 
formance, but that kind which would keep our 
business out in the open, and which would com- 
pel us to set up for ourselves public ideals of 
quality and service and to measure up to those 
ideals. Thus will the whole measure of our 
performance come onto a higher plane. More- 
over. such a program of institutional advertis- 
ing for life insurance will be, in my opinion, 
of the very greatest value to American life 
underwriting in another way. When this busi- 
ness of ours shall have come to be held in uni- 
versally high esteem by the American public, 
then, and not until then, will men of uniformly 
high talent be encouraged to train themselves 
for it. 

But before the business man can take his 
part in this process of public understanding, 
he must fit himself more perfectly for the prac- 
tice of his own vocation. Community leader- 
ship implies a wider range of human contacts. 
In this new capacity of leadership the business 
man will necessarily be called upon to utilize 
the most effective means of fitting himself for 
its exercise. 

And this brings us to the means by which 
we are going to fit ourselves for this new era 
of industrial trusteeship. It is going to he 
accomplished by vastly enlarging our fields of 
knowledge. Industrial education will be more 
and more the factor essential to industrial suc- 
cess. New materials and sharper tools have 
been placed in the hands of industry. Those 
who work in and with them must study to show 





themselves capable of their use. Sixty per 
cent of those attending the so-called vocational 
schools are specializing in business, and this 
means that industry of the future will be con- 
ducted as a profession, with scientific methods 
in control. 

The need for education in the business world 
is greater to-day than it has ever been before. 
Recent years have brought about far-reaching 
changes in our economic relationships. It would 
be interesting to analyze the causes and the 
effects of that process. But we haven't time. 
We can only observe that these changes have 
come upon us so rapidly that we have found 
it difficult to adapt ourselves to the new con- 
ditions. We can only say that there is to-day 
as there has never been before, a need for 
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clear thinking and constructive leadership to 
make the necessary adjustments and to re- 
move causes of friction and misunderstanding. 

3ut the solution of new problems is not go- 
ing to be worked out under the old conditions 
of life underwriting. The modern underwriter 
is going to have to sharpen his mind just as 
the leaders in more technical lines of industry 
are going to sharpen their respective tools. 
Keener and more enlightened competition is the 
order of the day, and it demands clearer heads, 
keener interest, more open minds. 

And the means and methods of accomplish- 
ing th’s for the life underwriter are, fortu- 
nately, at hand. The American Coilege of Life 
Underwr'ters is much more than an organized 
corporate body. Even if it owned marble halls 
and cathedral archways, it would stand as much 
more than merely another piece of educational 
machinery. It stands for the new era of pro- 
fessional business education, which is going to 
be the essential factor in the solution of the 
new economic and social problems evolved 
from the world war and the succeeding period 
of industrial reconstruction. If the life under- 
writer of to-morrow is going to take his proper 
place, he is going to have to perfect himself in 
the wider and broader educational process which 
is being provided for his use. * * * 

Brain, not wealth, intellectual, not material, 
power, are going to be the great dynamic forces 
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in America’s business development. The dis- 
tribution of life insurance is going to keep 
step with this great forward movement. The 
life underwriter is going to make his contribu- 
tion in interpreting it in terms of more effi- 
cient co-ordination and in greater response to 
the broader requirements of the community and 
of the nation. 


NEED FoR LEADERSHIP 


But may I express this opinion, carefully 
and deliberately, that as I view this particu- 
iar problem, of the part which the life un- 
derwriter is going to play in the new indus- 
trial education, the crying need seems to be 
for the type of masterful leadership which will 
marshal, in this new field of endeavor, the po- 
tential influence of this great business of ours. 
There must be a more united effort, there must 
be a more outstanding unity of purpose toward 
a higher and more self-forgetting quality of 
service, and behind and underneath it all must 
be the wholehearted enthusiasm and the unsel- 
fish support of the great body of life under- 
writers of this country. 

One of the first by-products—no, it must not 
be called a by-product—one of the first fruits 
—of this new industrial education is going to 
be an increased emphasis upon good workman- 
ship—upon the quality of performance. We 
are going somehow to forsake our devotion to 
the worship of quantity, and turn more and 
more to the allurements of that far more elu- 
sive yet more satisfying measure of quality. To- 
day’s keen competition demands that every 
worker become “quality conscious.” ae 

There never was a time in the business life 
of America, of so many and so powerful com- 
petitive distractions which clamor for mass 
production, at the cost of effective and profit- 
able distribution. There has been a great pre- 
ponderance recently of quantitative analysis— 
too little qualitative. ‘“Volumnitis” has under- 
mined the health of our entire business struc- 
ture. What Dr. Julius Klein called, over the 
radio the other night, “Mass Mania,” has thrust 
its insidious poison into all competitive industry, 
and, unfortunately, our own particular field of 
activity has not escaped the infection. Yet, 
this new swing from quantity to quality has 
already begun to manifest itself in our own 
business. I believe that the most important 
tendency in life insurance to-day is the new 
and growing emphasis upon conservation of 
business. And after all is said and done, isn’t 
conservation very largely a field problem? It 
depends primarily, doesn’t it, upon an_intelli- 
cent and at the same time a self-forgetting ser- 
vice by the underwriter to his clientele? 

There has been an insatiable quest for stand- 
ardization, mass production, mechanical effi- 
ciency and scientific control of management. It 
began, did it not, with that era of monopolistic 
exploitation of resources and man power which 
marked the creation of trusts in the nineties 
and early years of this century? 

But the next quarter century is going to see 
a new development. The future development 
of business enterprise is going to be one of 
trusteeship. Instead of great industrial, busi- 
ness and financial units operated to satisfy the 
cravings of one man or of a group of men, 
for wealth and power, we are going to have 
organization, management and efficiency lay- 
ing their votive offerings on the altar of “public 
service” through quality of performance. 
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PAY TRIBUTE TO LEADERS 





Edward A. Woods and Orville 
Thorp Memoralized 





OPENING SESSION AT DETROIT 
President Julian S. Myrick Dedicates 
Thirty-Ninth Annual Convention of 
Life Underwriters to Friendship, 
Comradeship and Service 


[Special Dispatch by a Staff Correspondent] 


Detroit, Micu., September 12.—The thirty- 
ninth annual convention of the National Asso- 
ciation of Life Underwriters was convened 
promptly at eleven o’clock this morning. Presi- 
dent Julian S. Myrick called the first session 
to order in the spirit of comradeship, friend- 
ship and service. Following the invocation, 
Edwin W. Baker, president of the Life Un- 
derwriters Association of Detroit and also ap- 
pearing as personal representative of the mayor 
of that city extended a most cordial welcome. 
T. W. Clements, president of the Life Under- 
writers Association of Windsor (Canada) also 
welcomed the delegates, expressing an anxious 
desire to entertain the delegates there. 

Mr. Myrick presented the officers of the As- 
sociation, members of the Board of Trustees, 
and the members of the Detroit convention 
committees. 

President Myrick then rendered his annual 
report. He touched upon the financial and 
membership status of the Association, the co- 
operative movement with the United States 
Chamber of Commerce, the bank agency situa- 
tion in California, the American College of Life 
Underwriters and many other important topics. 
The text of Mr. Myrick’s address appears else- 
where in this issue of THE SPECTATOR. 

J. Stanley Edwards, former president of the 
Association and general at Denver for the Na- 
tional Life Insurance Company of Vermont, 
presented a tribute to the late Orville Thorp, 
manager at Dallas, Tex., for the Kansas City 
Life Insurance Company, and a former presi- 
dent of the National Association. Sketching 
briefly the outstanding events of Mr. Thorp’s 
life, Mr. Edwards pictured him as a business 
and civic leader as well as a patron of educa- 
tion, music and art. 

Dr. John A. Stevenson spoke of the late 
Edward A. Woods as one of the most useful 
and unique characters in the whole history of 
life insurance. Mr. Woods, he said, was a 
militant evangelist, the extent of whose in- 
vestigations was almost beyond human compre- 
hension. Despite his tremendous accomplish- 
ments as an agency manager, he pointed out that 
Mr. Woods will always be remembered more 
particularly for his contributions to life in- 
surance in general. 

President Myrick introduced William Furey, 
of Pittsburgh, chairman of the executive com- 
mittee who presented two resolutions which 
effect the by-laws of the Association. The first 
creates six vice-presidents in place of the former 
number of four. These are designated vice- 
president, honorary vice-president, first, sec- 
ond third and fourth vice-president. It was 
stipulated that the honorary vice-president be 
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the president of the Life Underwriters Associa- 
tion of Canada. The objective is to have more 
available officers to contact with local associa- 
tions throughout the country. It was carried 
unanimously. 

The second resolution is one calculated to 
make the work of nominating officers more ex- 
pressive of the feeling of the Association. This 
resolution, which follows in full, was carried 
also, it carrying the unanimous recommendations 
of both the trustees and the executive com- 
mittee. 


Whereas, It is desirable that consideration 
be given to nominations for officers of the As- 
sociation before the meeting of the annual con- 
vention. 

Resolved, That an advisory nominating com- 
mittee of five be appointed at the next mid- 
year meeting of this committee. 

That the president suggest five names for 
membership of said committee, but that this 
executive committee may substitute others there- 
for; 

That local associations be encouraged to sug- 
gest candidates sixty (60) days in advance of 
the convention, and to send their names to the 
chairman of the advisory nominating commit- 
See 5 

That all candidates suggested by carefully 
considered by said committee, as to their fitness 
and availability. 

That said committee report to the regular 
nominating committee at the next convention. 


Nearly one thousand delegates to the meet- 
ing came in during the morning and while the 
hall was not by any means crowded ‘at the first 
bang of Mr. Myrick’s gavel it was well filled 
by the time Dr. Stevenson took the platform. 





PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 


This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 


PART ONE—FOR THE INEXPERIENCED 
AGENT 


Intelligent Prospect- Closing the Transac- 


ing tion 

Common Sense Ap- Selling Insurance to 
proach Women 

Meeting Objections Nailing Lapses at 


with a Smile Their Source 
Things to Know—Some to Forget 


PART TWO—FOR THE EXPERIENCED 


UNDERWRITER 
Setting a Definite Ideas Off the Beaten 
Goal Path 
Keeping Old Con- Programming Insur- 
tracts Bright ance 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 


se's forth many proved plans and _ business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is substantially 
bound in cloth and contains 224 pages 


Price, $2 
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WEDNESDAY AFTERNOON 


Brilliant Oratory Marks Second Ses- 
sion of National Convention 








KEYNOTER IS JAMES E. BRAGG 





Other Speakers Were Dr. Huebner, Wil- 
liam B. Stout and Rabbi Stephen S. 
Wise 
[Special Dispatch by a Staff Correspondent] 


Detroit, Micu., September 12.—With the 
prospect of what was perhaps the most brilliant 
galaxy of speakers ever assembled on a life 
insurance stage before them, over fifteen hun- 
dred delegates to the thirty-ninth annual con- 
vention of the National Association of Life 
Underwriters jammed the ballroom of the Book- 
Cadillac hotel this afternoon until the doors 
were almost bursting. Sweating and stewing 
in the midsummer heat which prevails here 
these same 1500 delegates kept their seats for 
four solid hours and hung on every word un- 
til the gavel of President Julian S. Myrick 
ended one of the greatest sessions ever staged 
at a convention of the National Association. 


The keynote of the convention program was 
sounded by James Elbon Bragg, secretary of 
the Association and chairman of the program 
committee which arranged this convention. The 
convention theme was “Leading the Public to_ 
Appreciate the Proper Place of Life Insur- 
ance in the Economy of the Home, the Protec- 
tion of Business Interests, the Conservation of 
the Estate, the Completion of Investment Plans, 
and the Welfare of the Nation.” 

Dr. S. S. Huebner, dean of the American 
College of Life Underwriters, and one of the 
most popular speakers of the day followed 
Secretary Bragg. Dr. Huebner developed his 
subject, “The Value of Life Insurance to the 
Policyholder Himself” in his usual brilliant 
fashion. He was in turn followed by William 
B. Stout, of Detroit, director of the Stout Air 
Services, Inc., whose facts and figures con- 
cerning the hazards of commercial flying were 
extraordinarily interesting backed up, as they 
were, with humorous anecdotes of Mr. Stout’s 
experiences. 

He pointed out, for example, that in carry- 
ing over 60,000 passengers last year the com- 
pany which he represents had suffered less ac- 
cidents than had occurred within two blocks 
of the hotel in which he was speaking through 
automobiles. He was careful to point out that 
all of his figures have to do with strictly com- 
mercial flying and that stunt work is as dan- 
gerous as ever. Not only did he uphold the 
safety of modern commercial flying but he 
related several instances in connection with his 
own personal investments to indicate that com- 
mercial flying is extremely successful from a 
financial standpoint and far from being a non- 
paying business. 

Rabbi Stephen Wise, who was the final 
speaker of the day proved not only to be the 
masterful orator of reputation but also a man 
who has placed his faith and his future hopes 
almost exclusively in life insurance. His ad- 
dress appears in elsewhere in this issue. 
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The Value of Life Insurance to the Policy- 
holder Himself 


By Dr. S. S. HUEBNER 


Professor of Insurance, University of Pennsylvania 


HE mission of life insurance is not lim- 

ited to the projection of the money 
worth of the human life value into the 

future, following the insured’s economic death. 
Instead, life insurance is also designed to make 
the working life value of the insured greater 
in a monetary sense than otherwise would be 
the case, and to bring about the realization of 
that for which we (the policyholders) really 
live economically, more certainly, more con- 
veniently, and under conditions of much greater 
happiness. The insured is a beneficiary under 
life insurance, and while he lives, just as much 
as are the so-called named beneficiaries. He 
is “protected” during the working years against 
his natural weaknesses in the fields of thrift, 
investment, and the scientific arrangement of 
his economic affairs, just as much as the named 
beneficiaries are protected against his inability 
to stay on this earth as long as he would like. 

DEFINING THE TERMS 

We constantly speak about “Life Insurance 
protection,” but are unwilling to define the term 
correctly. Life insurance protection does not 
mean protection of the named beneficiaries only, 
and only after death of the insured has dis- 
solved the family partnership. This view is 
merely one side of the picture. Equally im- 
portant, and considerably brighter to behold, is 
the other side which pictures life insurance as 
protecting the insured. While he lives and 
works, in the one great economic ambition of 
man, namely the accumulation and maintenance, 
in the light of his scale of affairs and his 
standard of family life, of a decent estate out 
of current surplus. Let us not forget that 
about two out of every three who enter the 
working period at age 25 live to the retire- 
ment age of 65, whereas only one dies prema- 
turely. Let us visualize the fact that to-day 
not one family head out of ten has a reason- 
able estate at that retirement age, sufficient to 
keep body and soul together decently. Let us 
bear in mind the concept that it is best for the 
present generation to provide adequately for 
old age support and not to blast the normal 
opportunities of children by compelling them 
to assume the heavy burden of parental finan- 
cial support. And let us also remember that 
the human life value of the insured, by way 
of thrift, investment, and disability protection, 
needs to be projected into the future, for the 
benefit of his family while he is yet alive, just 
as much as it needs to be projected into the 
future when he is no longer here. Viewing 
things from this two-fold standpoint, life insur- 
ance is a living creative force at all times— 
to the policyholder and his family while he 
lives, and to his dependents upon his death. It 
is wrong to regard life insurance only as some- 
thing ‘tangible twenty, thirty, or forty years 
in the future,—as a thing that goes into action 
only when the insured ceases action because of 
death. Instead, life insurance is a proposition 
of immediate value to the policyholder, of cre- 





ative force from the time the contract is con- 
summated. In fact, so important are the bene- 
fits of life insurance to the policyholder’s prog- 
ress and happiness that we may well state the 
proposition for him as follows: The cost of 
life insurance is less than the cost of being 
uninsured. 


SERVICES TO THE POLICYHOLDERS 
Exclusive of pure term insurance, the so- 
called life insurance policy represents a simple 





Dr. S. S. HvuEBNER 


two-fold financial account,—an increasing sink- 
ing-fund (savings and investment fund) on the 
one side, and a correspondingly decreasing term 
insurance account on the other side. As the 
sinking-fund accumulates gradually to the as- 
signed goal of 100 per cent, the term insur- 
ance correspondingly declines to zero. Both 
sides of the account are “protective” in nature, 
and both sides are vital if “life insurance pro- 
tection” is to be complete. The decreasing term 
insurance is, in the last analysis, time insurance, 
and protects against the insured’s inability to 
hang on to the most priceless possession he 
has, namely, his time. The sinking-fund side, 
on the other hand, protects against the insured’s 
natural weaknesses, while he lives and works, 
in the field of thrift and investment, i.e., against 
his natural inability to hang on to his surplus 
income and his investments. It protects against 
the financial shortcomings during life, while 
the decreasing term insurance account protects 
against the financial short-comings following 
death. 

The cost of the so-called life insurance pol- 
icy consists of three parts. One goes to pay 
for the decreasing term insurance account. An- 
other part represents the periodic deposits to 
the sinking-fund, savings fund or investment 
fund, whichever we choose to call it. And 
the third part, a small part relatively, goes to 
pay for the underwriting and the management 
of both of the other accounts, and clearly life 
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insurance underwriters and insurance com- 
panies are entitled to a compensation for their 
service just as truly as banks and trust com- 
panies are entitled to a compensation for this 
service to the community. 

Let us analyze these costs, and see if it is 
not true that the cost of remaining uninsured 
is really greater than the cost of being insured. 
In our property affairs we are always careful 
to insure against the hazards of fire and marine 
disaster. Fire and marine insurance are taken 
as a matter of course. Property owners are 
not inclined to hope. They want security of 
mind;—freedom from the curse of worry and 
fear. They have no desire to dampen their 
initiative and to gamble with chance. Now 
why not have the same healthy state of mind 
with respect to the monetary worth of the 
human life and protect it with term insurance, 
just as we protect our buildings, ships and 
goods with term insurance. The death hazard 
is easily one hundred times as serious as the 
fire hazard. Only about one building out of 
two hundred, we are told, ever catches fire seri- 
ously, while about one out of every three lives 
dies during the working period. The average 
fire loss in our large cities does not exceed 10 
to 15 per cent of the property value involved 
in the fire, whereas death always strikes a 100 
per cent blow as regards the money worth of 
the life involved. And why not also insure 
our property estate (already accumulated) 
against shrinkage through last illness expenses, 
cost of the funeral, settlement of estate costs, 
post-mortem taxes, and, where the estate con- 
sists primarily of a business involving property, 
against the loss of the life that makes the 
business successful and therefore valuable to 
the estate. For the average estate the first four 
factors alone—last illness and funeral expenses, 
settlement costs and post-mortem taxes—rep- 
resent a shrinkage of about 22 per cent—twice 
the average fire loss—and solely because the 
owner happened to die. In the field of property, 
the owner would promptly decide that the cost 
of being uninsured is much greater, by way of 
mental anguish and reduced initiative, than 
the cost of being insured. So property is almost 
always insured. Now why not take the same 
view of the cost of the decreasing term insur- 
ance account in life insurance. Owing to 
the much greater hazard involved, the owner of 
a life value should have his common-sense out- 
weigh his hope. He should see that, from the 
standpoint of mental contentment, peace of 
mind, and increased initiative, the cost of the 
term insurance is much less than the price he 
pays for remaining uninsured. 


EVALUATING LIFE 


On many previous occasions I have explained 
how owners of property apply the principles of 
appraisal, capitalization, depreciation, sinking 
and emergency funds, and commercial credit, as 
a matter of course; that all of these principles 
should also be employed for the proper man- 
agement of that much greater value, the money 
worth of life itself; and that this may be done 
easily through life insurance and trained life 
underwriters. I shall not, therefore, again un- 
dertake any detailed explanation. Life insur- 
ance simply represents the application of all ct 
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Missouri State Life Now Largest Life 
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ITH more than one billion, one hundred forty 
million dollars of life insurance in force, the 
Missouri State Life now ranks 14th among the more than 
350 Legal Reserve Life Companies of the United States. 
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these principles to the human value, just as 
we have been using them for many years in 
our property affairs. But what is important to 
bear in mind is that property owners spend a 
great deal of money to bring orderliness and 
scientific treatment to their property possessions. 
Just think of the money spent in connection 
with the appraisal of property for inventory, 
taxation, insurance, and other purposes. Just 
visualize the money spent in connection with the 
capitalization of property, the application of ac- 
counting principles, the setting up of sinking- 
funds and emergency funds, and the making of 
credit arrangements. These costs are paid 
rather than not paid. Systematic treatment of 
our property is regarded as essential. It again 
means security, peace of mind, and in the long- 
run greater productivity. The cost of having 
these things is considered much less than the 
cost of not having them. And the same view 
should prevail in the field of life values, which, 
in the absence of life insurance, are honey- 
combed with intangibilities and uncertainties. 
The very purpose of life insurance is to apply 
all those things for which property owners so 
gladly pay. Its mission is to give scientific 
treatment to the life value, and to change the 
intangible and indefinite elements into tangible 
and definite propositions. It also means secur- 
ity, peace of mind, and in the long-run greater 
productivity, just as was noted in connection 
with man’s conduct in his property affairs. 
With reference to the life value the cost 
of having business principles applied through 
life insurance should also be regarded much less 
than the cost of not having them by remaining 
uninsured. 

Normally ambitious persons desire, according 
to their scale of affairs, to create a decent 
estate out of current surplus. Life insurance 
stands ready to help, in an unexcelled manner, 
to do just that thing for us by way of semi- 
compulsory thrift and wise investment. Yet 
how few recognize the creative nature of life 
insurance in these respects,—to have many 
blades of grass where only a few would other- 
wise be growing. As I have explained so fre- 
quently, life insurance is a great thrift pro- 
moter, and an ideal investment, one that 
embodies every attribute of a perfect invest- 
ment—absolute safety of principal, certainty 
and reasonableness of income, stability of value, 
ideal spread of risk, avoidance of the dangers 


of individual selection, avoidance of managerial 


care, convertability into cash, suitability for 
quick borrowing, convenience of the installment 
method of purchase, and cancellation of all un- 
paid installments in the event of the purchaser’s 
death or physical disability. Probably not more 
than a third of the thirteen billions of life in- 
surance assets to-day would be in existence 
were it not for the creative aspects of life in- 
surance. The purpose of life insurance is to 
put the policyholder ahead of what would other- 
wise be the case. It protects the insured against 
his own personal weaknesses in the field of 
finance, and the overwhelming number are 
made wrong fiyancially. The entire cost of the 
sinking-fund account is maintained and grows 
at a fair rate of return. But to this invest- 
ment account must be added the gain derived 
from the semi-compulsory making of deposits, 


* 





This discussion is extracted from the 
address delivered by Dr. Huebner before 
the meeting of the National Association 
of Life Underwriters in Detroit. Dr. 
Huebner stressed the fact that it is more 
expensive to remain uninsured than to 
insure and based his remarks primarily 
on the service of life insurance to the 
policyholder while he is yet alive— 
Epitor’s Note. 











which for most of us would not otherwise be 
earned and delivered. Clearly, from this stand- 


point the cost of the sinking-fund portion of life . 


insurance is far less than the cost of never 
entering into such an arrangement. 

Prevention of loss is a prime activity in the 
field of property. As I have so often stressed, 
prevention of loss is becoming the major activ- 
ity of property insurance companies, whereas 
the payment of claims is more and more a sec- 
ondary function. Life insurance companies owe 
the same responsibility in the field of human 
life values through periodic medical examina- 
tion of their policyholders. Some are already 
rendering invaluable service in this respect. 
Within another twenty years nearly all com- 
panies will be serving in this cause. If life 
insurance can keep one alive an additional 
seven or eight years, on the average, I can- 
not help but feel it is worth while. 
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Selling 
COMPLETE PROTECTION 


GENTS of this Company have the advantage of being 
able to sell, through one company, complete personal 
protection—Accident and Health and Life. 


Many Life policies are sold to prospects who are ap- 
proached on Accident and Health and vice versa. 


We make it easy for the agent by selling a Combination 
coverage which we call the Complete Protection Policy. 
This provides Accident and Health and Life coverage to- 


In addition, our agents have a full line of regular Acci- 
dent and Health and Life policies, with all the modern 


We have a plan which helps agents get interviews and 
helps them sell the business . What more could be asked? 


Any agent not under contract and seeking a connection 
where only his ability and willingness to work will limit 
his income, will receive full details of our proposition if he 
will send us his name and address on the lines below. 


Signing on these dots will cost nothing. 


Coeceeeoeeceoeoeeoeeerees 


Great Northern Life 


110 S. Dearborn Street 


Company 
CHICAGO 
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In Tune— 


When you want to know everything about a man, go to his home town and ask the 
“home folks’ about him. They know him. 


It’s the same way with an Insurance Company. 


The “home folks,” and that includes its family of Agents wherever located, are the 
ones best qualified to tell what kind of a Company it really is. 


The cordial goodwill that always has existed between the American National and its 
Agents has been the dominant force in making it a leading Company. 


Working with rather than for the Company, American National Agents have inter- 
preted American National ideals for integrity and service to policyholders in such a way as 
to naturally build up goodwill for themselves as well as their Company. 


Ability and willingness to render impressive service year in and year out, in good times 
and in bad, is the real test of Company cooperation, and the American National has stood 
the test. It has kept in tune with the interests of its policyholders and Field men. 


Operates in Twenty-four States, The Republic of Cuba and Hawaii. Splendid oppor- 
tunity in many States, particularly Illinois. 











(June 30, 1928) 


Surplus to Policy- 
holders 


$4,045,845.45 


(June 30, 1928) 
Life Insurance in Force 


$511,355,241.00 


€ 








freee e Fa cara : Paid Policyholders and 

=pi heed Be el eer ta their Beneficiaries 
Assets Beis ok 7 at 2 ae since organization 

$31,579,550.11 Sa ene ee | $27,511,299.84 


Home Office Building 

















ORDINARY and INDUSTRIAL 


AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 


W. L. MOODY, Jr. SHEARN MOODY W. L. MOODY, III 
President Vice-President Vice-President 
T. L. CROSS F. B. MARKLE W. J. SHAW 
Vice-President Vice-President Secretary 
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AGENCY SECTION PRO= 
GRAM COMPLETED 





Details of American Life Convention 
Meeting Being Shaped 





STRESS LAID ON PRODUCTION 





Sessions on October 12 Will Deal With 
Handling of Field Men 

Last week W. H. Honebaugh, president of 
the Central Life Insurance Company of Chi- 
cago, made public a tentative program for the 
financial section gathering of the American 
Life Convention in St. Louis. 

The tentative program for the agency sec- 
tion meetings to be held on Friday, October 12, 
has just been completed. It is as follows: 

“Acquiring Agents,” by W. T. Grant, presi- 
dent, Business Men’s Assurance Co., Kansas 
City, Mo.; discussion by J. J. Harrison, vice- 
president, Home Life Insurance Co., Little 
Rock, Ark., and O. J. Lacy, vice-president, 
Minnesota Mutual Life Insurance Co., St. Paul, 
Minn. 

“Training Agents,” by Clarence E. Linz, vice- 
president, Southland Life Insurance Co., Dallas, 
Texas; discussion by E. S. Albritton, vice-presi- 
dent, Southern States Life Insurance Co., At- 
lanta, Ga., and George H. Hunt, superintendent 
of agents, Imperial Life Insurance Co., To- 
ronto, Canada. 

“Supervising Agents,’ by W. T. O’Donohue, 
vice-president, Jefferson Standard Life Insur- 
ance Co., Greensboro, N. C.; discussed by 
Walter E. Webb, vice-president, National Life 
Insurance Co., Chicago, Ill, and Walter F. 
Shepard, vice-president, Lincoln National Life 
Insurance Co., Fort Wayne, Ind. 

“Training Managers,” by John Marshall Hol- 
combe, Jr., manager, Sales Research Bureau, 
Hartford, Conn. ; 

“Selling Process,” by H. P. Trosper, vice- 
president, American Life Insurance Company, 
Detroit, Mich. 


Paul F. Clark Heads National Association 
(Concluded from page 3) 

in National Association affairs and has well 

earned the honor which was tendered him 

although he will be one of the youngest men 

to hold such an office in the history of the As- 

sociation. 

His administration will be upheld by the fol- 
lowing vice-presidents: S. T. Whatley, gen- 
eral agent in Chicago for the A2tna Life Insur- 
ance Company, vice-president; C. C. Day, gen- 
eral agent in Oklahoma City for the Pacific 
Mutual Life Insurance Company, first vice- 


president; George F. Ayars, general agent in 
Los Angeles for the Phoenix Mutual Life In- 
surance Company, second vice-president; E. S. 
Brashears, general agent in Washington of the 
Union Central Life Insurance Company, third 
vice-president; Edward J. McCormack, general 
agent in Memphis of the Minnesota Mutual 
Life Insurance Company, fourth vice-president. 
The president of the Life Underwriters Asso- 
ciation in Canada, was made honorary vice- 
president of the National Association. 

Ernest W. Owen, manager at Detroit for 
the Sun Life Assurance Company of Canada, 
was elected secretary. Mr. Owen was general 
chairman of the local convention committees and 
made a conspicuous success in that post. 

Charles A. Foehl, manager in New York of 


the Prudential Insurance Company of America, 
was re-elected treasurer. This will be Mr. 
Foehl’s third term in that office. 

The resolutions offered were of the usual 
type with two exceptions. The first of these 
expressed the distress of the Association in the 
recent death of Charles Dobbs, late editor-in- 
chief of the “Insurance Field.” The second 
was introduced by Colonel McCormack and 
reads as follows: 

Whereas, life insurance through its incom- 
parable service to millions of insured and bene- 
ficiaries, and its stewardship of their funds, has 
become the greatest economic institution of the 
age, and 

Whereas, the nature of this trusteeship de- 
mands a higher and more rigid code of ethics 
and ideals than is usually implied in industry 
and commerce, 

Now, therefore, be it resolved by this asso- 
ciation in convention assembled that we, the 
field men of the companies of these United 
States, condemn the activities of speculators and 
man.pulators, whether within or without, who 
secure control, promote sales or mergers, or 
bring about changes of operating plans of com- 
panies for the sole purpose of personal gain 
and profit. 

And be it further resolved, that we pledge 
united and unstinted effort to preserve the 
spirit of trusteeship which has brought this 
institution to its present position of public 
esteem; and that we authorize the officers and 
trustees of this association to take such steps 
as may be necessary to bring about a closer 
alliance with the Commissioners’ convention, 
the Association of Life Presidents and the 
American Life Convention, so that these or- 
ganizations may achieve a unity of purpose in 
the preservation of this great ideal of trustee- 
ship. 

The Association as viewed from the stand- 
point of its reports of its membership and 
financial committees did not fare too well dur- 
ing the past year under the leadership of re- 
tiring President Myrick and Managing Director 
Roger B. Hull.. These reports, however, do 
not reflect a true state of affairs since the or- 
ganization and work of the Association has 
been largely revamped during the past year 
and there is every reason to believe that the 
new administration will come into office with 
one of the soundest structures in the history 
of the Associtaion upon which to rebuild it to 
new heights of power and efficiency. Mr. 
Myrick’s diplomatic counsel will continue to 
be available to the Association as chairman of 
its executive committee. During the past year 
he has strengthened many weak spots in the 
structure of the Association and has welded 
together conflicting interests within its ranks 
so that there is now evident a very fine spirit 
of co-operation. 

The work of Managing Director Hull was 
highly spoken of on every side. Mr. Hull is 
a commanding figure and during the past year 
has worked with tremendous energy to gain a 
knowledge of the Association’s needs. Much is 
expected of him in the coming year. 

An active membership campaign will be in- 
augurated at once under the leadership of Vice- 
President Ayars. President Clark confidently 
expects to conclude his year in office with a 
membership of 25,000. 

The 1929 convention of the Association will 
be held in Washington, D. C., and the program 
will again be in charge of Mr. Bragg. 
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AGENCY MANAGEMENT 
SESSION 


Life Insurance Sales Research Bureau 
Develops Subject 








PLAN BUILDING IS THEME 





Third Such Conference at Convention of 
National Association of Life Under- 
writers Concludes With Staged 
Agency Meeting 
[Special Dispatch from a Staff Correspondent] 
Detroit, Micu., September 13.—A_ special 
session this evening under the supervision of 
John Marshall Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau, was 
somewhat delayed on account of the late 
arrival of the boat upon which the delegates 
were touring Lake St. Clair during the after- 
noon. The session was developed primarily for 
the agency managers present and had for its 
theme “Planned Agency Building.” It is the 
third such session held under the auspices of 
the Bureau during past conventions of the As- 

sociation. ~ 

In opening the session Mr. Holcombe spoke 
on “Essential Fundamentals in Plan Building.” 
His first point was the necessity of setting out 
a goal not only in production but also per- 
sonnel. Incidentally he introduced the thought 
that a general agent should watch his insur- 
ance in force and see to it that his terminations 
do not equal or exceed his new business in 
force. In speaking of increase in personnel 
he said that probably a progressive agency 
should get 20 per cent of its new business for 
the year from men appointed during that same 
year. 

Mr. Holcombe stressed the need of a very 
definite plan upon which the general agent 
may work. He questioned whether or not a 
manager could successfully build an agency 
without definite plans for training and develop- 
ing its personnel. 


PLANNED RECRUITING 
This subject was developed by Stanley G. 
Dickinson, of the bureau staff. The first prob- 
lem, he said, is to get in mind and then put on 
paper a definite picture of the sort of man 
desired. The second problem, he found, is that 
of finding the name of the man wanted. 


TRAINING AND SUPERVISION 

H. G. Kenagy, head of the field service de- 
partment of the Bureau, pointed out that merely 
imparting information about life insurance is 
not in itself sufficient to make a man a suc- 
cessful salesman of life insurance. He sug- 
gested first finding out what information suc- 
cessful salesman use and make an effort to 
impart that information to the agent to be 
trained. Having this information in mind he 
would then want to find out how to impart it. 

Milton L. Woodward, general agent in De- 
troit of the Northwestern Mutual, Life, made 
a very interesting talk. For the past two years 
Mr. Woodward has devoted himself to a con- 
centrated territory and has refused to accept 


(Concluded on page 49) 
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road conductor, chafing at the monotony 
of a fixed salary, fixed hours and unvarying rou- 
tine. He felt that his work possessed limitations 
that would prevent his advancement, but be- 
lieved, too, that he had ability and initiative 
which could be directed to success if the right 
outlet could be found. 


One morning he overheard a part of a conver- 
sation between an insurance salesman and an- 
other passenger. He felt that in insurance lay 
the solution to his own problems and, after 
several days of thought and study, determined 
to make the change. 


From the first day he felt the stimulus of being 
virtually his own “‘boss,”’ of controlling his own 
time, of acting upon his own judgment. He 





Once a conductor..now an insurance 
man who would not change places 


with the President of the "Railroad 


WELVE years ago William B. was a rail- 


knew, too, that, for all his sense of freedom and 
independence, his company was back of him, 
patient in training him, unfailing in giving him 
co-operation and guidance. 


At the end of the first month his earnings were 
exactly double the salary he had previously 
made, and today his agency is producing busi- 
ness at the rate of $4,000,000.00 a year. His 
entire insurance career has been served with this 
Company. 

He tells his friends that he would not change 
places now with the president of the railroad 
for which he was formerly a conductor, and that 
during the past twelve years there has been a 
steadily growing conviction that he is devoting 
his life to the work for which he is best suited 
and from which he can derive the deepest satis-. 
faction and fullest success. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


CAREY G. ARNETT, ‘President 
Home Offices: Louisville, Kentucky 


“Carrying Our Men To 
Success With Us’? 
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E. A. Woods Foundation Announced 
(Concluded from page 7) 
Adams are reported elsewhere in this issue. 
One of the features of the morning session was 
a talk by James Schermerhorn, a widely known 
humorist, founder and former publisher of the 
Detroit Times. 


INSTITUTIONAL ADVERTISING 

President Myrick and the newly-elected presi- 
dent, Paul Clark, are both strongly in favor 
of a national institutional advertising campaign. 
The association has gone on record as favoring 
such a campaign, and it may be expected that 
every effort will be made to interest the com- 
panies during Mr. Clark’s administration. The 
interest in the subject was crystallized by the 
appearance on the Friday program of Bruce 
Barton, noted publicist and advertising expert. 
Mr. Barton’s address was closely followed by 
a large audience. He mentioned the tremendous 
success which had attended such campaigns in 
other lines of business, attributing such failures 
as have occurred to lack of proper planning. 
He pointed out the probable benefits to life in- 
surance of such a campaign, particularly stress- 
ing the lowering of sales resistance which might 


be expected to result. The latter part of his 
address he devoted to indicating some of the 
fundamental factors which must be taken into 
consideration if full success is to be expected. 
He indicated that an expenditure of at least 
$2,000,000 a year for a period of five years 
would be necessary before the results would be- 
come manifest to any but the most observant 
experts. He said that the committee in charge 
must be small in order to function rapidly, and 


“that it must have the funds in the bank to carry 


out the plan determined upon. He mentioned 
that much criticism could be expected, and that 
many would be impatient at the slowness of ef- 
fective results, but sa‘d that these factors would 
have to be discounted in advance. 





American Central Men in ‘“C-W-P” 
Contest 

Probably no single sales stimulation venture 
which the home office of the American Central 
Life Insurance Company, Indianapolis, ever in- 
augurated has met with the success of the pres- 
ent “C-W-P Campaign,” embodying an effort 
on the part of every representative to maintain 
Consecutive Weekly Production throughout 
1928. 




















PROGRESS SERIES 
Number Three 


AN EXCELLENT COMBINATION— 
GUARANTEED LOW PREMIUM 


while policy is in force 
Plus 
EXCESS INTEREST 


on funds left with the Company at 
Death or Maturity 


Guaranteed Rate 344% 
Present Rate 5% 


A live company with an excellent line of policies and low 
guaranteed rates backed by a large capital and surplus. 


THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Correspondence welcomed by Agency 











Department 
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MOUNT SINAI LIFE IS 
ORGANIZING 


Company’s Capital May Be as High 
as $5,000,000 


WILL QUALIFY IN NEW YORK 








Activities Will Extend to Palestine—David 
A. Brown Slated for Presidency 


Jenks & Rogers of 32 Broadway, New York 
city, as attorneys for the subscribers, last week 
filed with the New York Superintendent of In- 
surance a certificate of intention to form a new 
life insurance company to be known as the 
Mount Sinai Life Insurance Company under 
the insurance laws of New York State. When 
authorized by the Superintendent of Insurance, 
the company will engage in general life, acci- 
dent and health insurance in this country and 
in Palestine, and some of its surplus within 
the law will be used to help Palestinian indus- 
tries it is announced. It is said that the sub- 
scribers will provide a capital as great as $5,- 
000,000 if required. 

David A. Brown of Detroit, president of the 
General Necessities Corporation and head of all 
the important drives to raise money for Jewish 
relief, is one of the subscribers and will be 
president of the company when formed. The 
board of directors will be chosen from among 
the subscribers and other Christian and Jew- 
ish philanthropists. Gustavus A. Rogers of 
the law firm of Jenks & Rogers, retiring presi- 
dent of the Jewish Center and chairman of 
Yeshiva College, is a subscriber. He said that 
the work of the new organization would not 
conflict with that of the Jewish Agency or of 
the Palestine Economic Foundation. 

He said that that the organization would be 
a purely business arrangement conducted with 
the advice and consent of either or both of those 
agencies for which it had the highest regard 
and respect. 

Among the subscribers to the new company 
are: Samuel C. Lamport, head of the Lamport 
interests; Jacob Levy, of Levy Brothers, build- 
ers; Supreme Court Justice Mitchell May, of 
Brooklyn; Jacob Billikoph, Impartial Chairman 
of the Mens Needle Trades; Representative 
William W. Cohen of the Seventeenth District, 
Manhattan; Judge Francis X. Mancusco; Sam- 
uel Lubell, president of the Belle Oil and Gas 
Company, of Tulsa, Okla.; Bernard Semel, 
president of the Jewish Educational Society of 
America; Sheriff Charles W. Culkin of New 
York County; Joseph J. Klein, of Klein, Hinds 
& Finke, accountants ; Samuel Rottenberg, pres- 
ident of the Jewish Centre, Brooklyn; Benjamin 
C. Ribman, attorney, of Brooklyn; Moses H. 
Bressler, vice-president of the Bronx Hospital; 
Charles Cohen, trustee of the Federation of 
Jewish Charities, New York city, and Leo 
Lowenstein, of M. Lowenstein & Sons, N. Y. 


Reliance Life Passes $400,000,000 Mark 

The Reliance Life Insurance Company, Pitts- 
burgh, celebrating its twenty-fifth anniversary, 
has just passed the $400,000,000 mark of in- 
surance in force. A full story of this achieve- 
ment will appear in THE SpEcTATOR next week. 
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J.H. Stewart Frank B. Jacobshagen 
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452 Delaware Ave. 





An Opportunity to Sell Insurance 


At Cost to a very Select Group of Risks 


If you are interested in a sales connection with a long 
established Association on either full or part time, 
write to us for further information. 


Our policies are sold at cost to a select class of risks 
only. They are easy to sell because our step rate plan 
of payment allows a man to get full protection at 
once and pay for it on terms proportional with his 
income. This is a real opportunity for the right men. 
Desirable territory still open. State your fraternal 
affiliations when writing. 


BUFFALO LIFE ASSOCIATION 


Established 1872 Formerly The Masonic Life Assn. 


Nelson O. Tiffany, President and General Manager 
Room No. 22 


Buffalo, N. Y. 
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EXPENSES OF INTERNA= 
TIONAL LIFE EXAMINATION 





Commissioners’ Survey Cost Company 
$18,084 


CHARLES R. DETRICK GOT $5000 





Missouri Department’s Account Totaled 
$5815—Other Items Defined 

St. Louis, Mo., September 17—The conven- 
tion examination of the International Life In- 
surance Company of St. Louis, which resulted 
in the discovery that the reserves of the com- 
pany had been impaired more than $2,000,000 
and that approximately $3,562,000 in assets were 
missing, cost the company $18,083.82 it has been 
learned. 

Nine States participated in the examination 
which was conducted by Nelson B. Hadley, 
chief examiner of life insurance companies for 
the New York Insurance Department, and his 
assistant J. Sachman, who represented the Mis- 
souri Insurance Department in the examination. 

The statement of expenses in connection with 
the examination shows that a total of $5000 was 
collected by Charles R. Detrick, Insurance 
Commissioner of California, who forced the 
check of the company despite the opposition of 
the Missouri Insurance Department. However, 
the advances made to Mr. Detrick included the 
expenses of Deputy Insurance Commissioner 
Hall of Montana. Commissioner Detrick spent 
many weeks in St. Louis before and after the 
discovery of the tangled affairs of the company 
that caused it to be reinsured by the Missouri 
State Life on August 25. 

The expense account of the Missouri Insur- 
ance Department was $5815.50, the largest single 
item on the Missouri bill being $1282.10 for 
Examiner E. G. Magee during the period June 
1 to August 29 and including a trip through 
Illinois in search of bonds belonging to the 
International Life. 

Mr. Hadley and Mr. Sachman collected 
$1337.49. The former’s expenses covered the 
period June 14 to August 2 and from August 8 
to 22. Mr. Sachman’s dates were from June 
26 to August 31. 


NEW LIFE COMPANY IN UTAH 


Name May Be Pacific National—Capital 
About $2,000,000 


Satt Lake City, Utan, Sept. 17.—Another 
life insurance company is being organized here 
and the name is expected to be the Pacific Na- 
tional Life. The capital will probably be 
around the $2,000,000 mark. The company is 
at present in the preorganization stage; the or- 
ganization has, however, already been given 
permission to offer $450,000 worth of securities 
for sale, proceeds to be deposited in trust until 
the organization is completed. 

Several prominent business men of this city 
and State are behind the new company, which, 
it is declared, will be operated on the old-line 
life basis. ~It is hoped to get sufficient funds to 
start the company in three or four States of 
the New West simultaneously. Some of those 
interested in the new life company are actively 
associated with a casualty company here. 





MOVES TO NEW HOME 
OFFICE 


Manhattan Life Has Twenty-Two 
Story Structure 








COMPANY IS 79 YEARS OLD 





Had Been in Quarters at 66 Broadway, 
for 34 Years 


The Manhattan Life Insurance Company of 
New York moved the first of this week into its 
new building at Madison avenue and Sixtieth 
street, New York city. For the past thirty- 
four years it has been at No. 66 Broadway. It 
is now in its seventy-ninth year. The new 
building has twenty-two stories with full lime- 
stone facade and interior walls of Bottacino 
marble. The Guaranty Trust Company will oc- 
cupy the ground floor. 

The Old Manhattan Life building was one 
of the tallest in the city when it was built and 
it was the first building in Manhattan built on 
caisons driven to solid rock. The board room, 
which was panelled in Santo Domingo mahog- 
any with a gilt domed ceiling, was considered 
one of the finest in the city. 

At the close of last year the Manhattan Life 
had assets of nearly $20,000,000 and $80,000,000 
insurance in force. President Thomas E. Love- 
joy has announced that a new sales plan is to 
insurance in force 


Warden of Sing Sing to Enter Insurance 

Lewis E. Lawes, warden of Sing Sing Prison, 
is planning to enter the general insurance busi- 
ness in New York. A letter recently received 
from him by certain New York insurance com- 
pany executives announces this fact saying that 
within a short time he will have completed 
twenty-five years of service for the New York 
State Prison Department and that he is con- 
sidering the possibility of retiring from the ser- 
vice and may conduct a general insurance busi- 
ness, with headquarters in New York and that 
he would appreciate any proposition with re- 
gard to rates, commissions, etc. 





FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 
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AETNA LIFE’S GENERAL 
AGENCY CONFERENCE 





Sessions at Chateau Frontenac, 
Quebec 





MORGAN B. BRAINARD PRESIDED AT 
OPENING 





“Developing Man-Power,’’ Keynote of 
Meeting, Sounded by K. A. Luther 


The complete program for the Attna Life 
Insurance Company’s annual general agents’ 
conference, which is being held by the Hart- 
ford Company at Chateau Frontenac, Quebec, 
September 17 to 21, has been announced by 
Vice-President K. A. Luther. 

There will be five business sessions, each of 
which will be devoted to a general discussion 
of subjects pertinent to the conference keynote, 
“Developing Man-Power and Directing its 
Energy.” Addresses will be delivered by com- 
pany officials and general agents and later 
given thorough analysis in open forum. 

President Morgan B. Brainard presided at 
the opening session. He also delivered the ad- 
dress of welcome, to which response was made 
by General Agent S. M. Carson of Atlanta. 
Vice-President Luther sounded the conference 
keynote. The final speaker at this session was 
General Agent S. T. Whatley of Chicago, who 
discussed “Investing in Agency Progress.” 

General Agent R. P. Baird of Albany deliv- 
ered the main address on “Contracting With 
General Agents,” while supplementary papers 
were read by General Agents R. G. Page of 
South Bend, and A. G. Derr of Jacksonville. 
“Selling Our Business as a Career” was the 
subject of an address by General Agent N. E. 
Degen of Pittsburgh, with other papers by 
General Agents J. P. Graham, Jr., of Brook- 
lyn, and P. D. Sleeper of Washington. General 
Agent G. B. Chapman of Cleveland discussed 
“Training the New Man.” 

Superintendent of Agencies William H. Dal- 
las delivered the main address at the evening 
session, his subject being “Underwriting—Our 
Common Problem.” General Agent C. Gilbert 
Shepard, of Hartford, presided at this ses- 
sion, which was also marked by addresses by 
E. C. Bowen, secretary of the company’s acci- 
dent and liability department, and General 
Agent A. C. Miller of Des Moines. Mr. 
Bowen’s topic was “Developments in Acci- 
dent and Health Underwriting” and Mr. Mil- 
ler’s “Advantages of an Accident and Health 
Franchise.” 

The second phase of the conference keynote, 
“Directing its Energy,” provided the basis of 
discussion at a single session on Setpember 19. 
General Agent T. Mount Sarles of Newark 
presided. 

Vice-President Luther will preside at the final 
session of the conference, which will be held 
today and he will at this time deliver his ad- 
dress, “A Vision of 1929.” The session will 
open with a question box discussion. This will 
be followed by two addresses on “The Job of 
Being a General Agent,” one by General Agent 
W. R. Harper of Philadelphia and the other 
by J. Marshall Holcombe, Jr., of Hartford, 
of the Life Insurance Sales Research Bureau. 
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NOW READY 


THE INSURANCE YEAR BOOK 


SERVICE tor 1928—1929 
FIFTY-SIXTH ANNUAL ISSUE 


OR over half a century The Insurance Year Book has been relied 

upon as an accurate and comprehensive source of information, and 
has been and is justly regarded as the greatest encyclopedia of insurance 
statistics in the-world. With the continued annual expansion in all 
branches of the insurance business, The Insurance Year Book has grown 
from one small volume until it is now published in 





Three Volumes, Comprising Some 4,000 Pages 
devoted respectively to LIFE INSURANCE, FIRE AND MARINE 
INSURANCE and CASUALTY, SURETY and MISCELLANEOUS 
INSURANCE 


In addition to the standard statistical history a prose history of 
each company from organization to date is given, including capital 
changes, surplus, contributions, dividends, changes in control, changes 
in plan, kinds of policies written, etc. 


EAacH VOLUME Is COMPLETE IN ITSELF 
BRIEF OUTLINE OF CONTENTS 








LIFE VOLUME CASUALTY, SURETY AND MIS- FIRE AND MARINE VOLUME 
(Subscribers are also entitled CELLANEOUS VOLUME (Subscribers are also entitled to Bulletins 
to Special Confidential Reports) (Subscribers are also entitled to Bulletins and Special Confidential Reports) 
and Special Confidential Reports) R 'F . C 
rt , : 
Reports of Life Insurance Companies Reports of Casualty, Surety and ps hed oniy — ee 
—Historical Data. Miscellaneous Insurance Com- 
Statutory Requirements. panies—Historical Data. Short Rate Tables. 
Statistical Histo Statutory Requirements. Statistics of Fire Insurance Business. 
mena a Statistical Tables. cyte ; 
Compendium of Official Life Insur- Classified Premiums, Losses and Classificatior of Premiums and Losses 
ance Reports. Expenses. Retired Companies. 
Statistics of Foreign Companies. Business by States. ; Underwriters’ Organizations. 
Canadian Department. Liability and Workmen’s Compensa- Foreign Insurance Companies. 
Business by States. tion Insurance Laws and Statistics. Marine Insurance Data 
- , ‘Premiums, Losses, Commissions and . . 
Stipulated Premium, Assessment and Expenses by Classes for Five Fire Departments and Water Supply. 
Fraternal Insurance. Years. (In towns of 2,000 or fess population) 
Directory of Insurance Agents, Law- Directory of Insurance Agents, Law- Directory of Insurance Agents, Law- 
yers and Medical Examiners. yers and Medical Examiners. years and Adjusters. 
PRICES: 
Life Insurance Volume................... $20 Fire and Marine Insurance Volume............ $20 
(Including Special Confidential Reports) (Including Bulletins and Special Confidential Reports) 
enti gaa encommeees ” 20 Either Two Volumes, ordered together......... 35 
(Including Bulletins and Special Confidential Reports) All Three Volumes, ordered together........... 50 


Sent postpaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt 
of price; to other countries, extra cost of postage added. Customs charges added. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE PUBLISHERS 135 WILLIAM STREET 
CHICAGO NEW YORK 
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THE INSURANCE YEAR 
BOOK FOR 1928=1929 





This Comprehensive Work Covers AIlI 
Branches of the Insurance Business 





HUGE TOTALS OF THE BUSINESS 





Premiums of All Classes Last Year Ag- 
gregated $5,286,211,631, While Com- 
panies’ Assets Now Amount to 
$20,485,454,822 


The three great volumes of The Insurance 
Year Book for 1928-1929 have just been pub- 
lished. One volume relates to life insurance, 
another to fire and marine insurance, and the 
third to casualty, surety and miscellaneous in- 
surance. 


Since 1873, or for well over half a century, 
The Insurance Year Book has been carrying 
forward from year to year the record of in- 
surance in the United States, and the 1928-1929 
edition, being the 56th annual issue published 
by The Spectator Company, brings the history 
of the insurance business up to January 1, 1928. 
This encyclopedic publication has grown from 
an initial book of about 100 pages, until the 
three volumes in which it is now issued com- 
prise some 3600 pages, having kept pace with 
the growth and expansion of the bus.ness of 
insurance in all its branches. The Insurance 
Year Book now comprises three volumes, one 
devoted to life, one to fire and marine, and a 
third to casualty, surety and miscellaneous in- 
surance. 

The successive yearly issues of The Insur- 
ance Year Book constitute an interesting history 
of the progress of insurance, and this valuable 
work has long been recognized as a standard 
source of information and statistics.. The three 
volumes constitute a veritable encyclopedia oi 
insurance facts, and are invaluable works of 
reference for every insurance man; indeed, they 
are indispensable adjuncts to every insurance 
company, branch or agency office. 

The vast business done by the companies en- 
gaged in various classes of insurance is well 
indicated by the following aggregates for 1927, 
taken from the three volumes of The Insurance 
Year Book: 


LecAL Reserve Lire INSURANCE COMPANIES 


Number of companies, 319. Premium re- 
ceipts, $2,874,452,481; total income, $3,673,151,- 
439; payments to policyholders, $1,499,898,657 : 
total disbursements, $2,295,123,282; admitted 
assets, $14,391,850,583; surplus, $840,907,393 ; 
new business (group), $1,265.939,947; new 
business (ordinary), $11,404,908,728; new busi- 
ness (industrial), $4,464,610,317; insurance in 
force (group), $6,429,742,511; insurance in 
force (ordinary), $65,043,872.587; insurance in 
force (industrial), $15,548,488,326. 


ASSESSMENT LIFE AND FRATERNAL ORDERS 


Number of associations, 320. Assessments 
and annuaf dues, $219,336,678; total income, 
$266,836,007 ; paid policyholders, $150,885,407 ; 
total disbursements, $194,194,238; total assets, 
$803,053,625; new business, $1,165,335,406; cer- 


tificates in force number 8,511,398: insurance in 


force, $10,553,087,247. 


FirE AND MARINE INSURANCE COMPANIES 

Capital (American companies), $315,689,330; 
assets (American stock and mutual companies, 
United States branches of foreign companies 
and reciprocals and Lloyds), $2,569,917,775, 
surplus, $945,774,738; net premiums, $1,154,- 
922,292; total income, $1,309,471,001; losses 
paid, $566,638,877 ; dividends (American comp:- 
nies, including mutuals), $105,935,465 ; expenses, 
$464,125,358; total expenditures, $1,136,699,700. 


StocK CASUALTY, SURETY AND MISCELLANEOUS 
INSURANCE COMPANIES 

Number of companies, 334. Capital, $211,- 
356,106; assets, $2,473,647,421; surplus to pol- 
icyholders, $293,829,202; premium receipts, 
$834,878,404; total income, $901,494,254; pay- 
ments to policyholders, $427,343,806; dividends 
to stockholders, $28,044,238 ; total disbursements, 
$788,865,445. 


MvutTuaL CASUALTY AND MISCELLANEOUS Com- 
PANIES AND RECIPROCALS 

Number of companies and organiaztions, 320. 
Assets, $201,993,171; surplus to policyholders, 
$80,924,711; premium receipts, $155,042,933; 
total income, $165,767,809; losses, payments to 
policyholders, $79,275,718; dividends to policy- 
holders, $17,272,256 total expenditures, $136,- 
729,865. 


MuTvuaL ACCIDENT AND SICK BENEFIT 
ASSOCIATIONS 
Number of companies, 225. Assessments 
and annual dues, $47,578,841; total income, 


$50,892,376; paid to policyholders, $27,868,131 ; 
total disbursements, $47,607,808; assets, $44,- 
992,247; number of certificates written, 841,384: 
number of certificates in force, 2,259,667. 


ASSETS AND PREMIUMS, ALL CLASSES 
Total assets, all classes of companies, as 
shown above, $20,485,454,822; total premiums, 
$5,286,211,631. 


United Fidelity Life Examined 
The insurance departments of Texas and 
Arkansas have examined the United Fidelity 
Life, of Dallas, Tex., as of June 20, 1928, and 
state that “the company’s affairs are very ably 
and conservatively managed.” 
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General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for 


Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 


| Scranton- Pittsburgh, Pa 
an unlimited production. 

| rights. 
such an agency. Address 

| Exclusive, care of THE SPECTATOR 


ne initiaited ite 





Columbian Mutual Contest 


The Columbian Mutual Life Insurance Com- 
pany of Memphis is conducting during August 
and September an agents’ contest which it 
terms a “transcontinental air race.” The plan, 
which was originated by the field department, 
consists of each branch office being given a 
designated squadron name such as “Spad,” 
“Fokker,” etc., and each agent in the branch 
territory is designated as the pilot of a plane. 

The contest started as a theoretical race from 
Mineola, Long Island, Flying Field, and takes 
the flyers across the United States and finally 
back to the Memphis landing field. Each pilot 
is advanced on his course 500 miles for each 
$1000 of insurance written. Vice-President 
Thomas A. Thrash of the Columbian Mutual 
forecasts the biggest August and September 
business in the history of the company. 


Joins American Life Convention 


The United Benefit Life Insurance Company 
of Omaha, Neb., has been admitted to member- 
ship in the American Life Convention, and rep- 
resentatives of the company will attend the 
various sessions of the annual meeting of the 
convention and its Medical, Financial, Legal and 
other sections, to be held in St. Louis, Mo., at 
Hotel Statler, October 8 to 12, inclusive. 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 


Territory obtainable in portions of 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 
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NEAL BASSETT, President JOHN KAY, Vice-Pres. A. H. HASSINGER, Vice-Pres. WELLS T. BASSETT, Vice-Pres. 





FIREMEN’S INSURANCE COMPANY OF NEWARK, N.]J. 

THE GIRARD F. & M. INSURANCE CO. OF PHILADELPHIA, PA. 
MECHANICS INSURANCE CO. OF PHILADELPHIA, PA. 
NATIONAL-BEN FRANKLIN FIRE INS. CO. OF PITTSBURGH, PA. 

SUPERIOR FIRE INSURANCE CO. OF PITTSBURGH, PA. 
CONCORDIA FIRE INSURANCE CO. OF MILWAUKEE, WIS. 
CAPITAL FIRE INSURANCE CO. OF CONCORD, N. H. 
THE METROPOLITAN CASUALTY INSURANCE CO., N. Y. 





Western Department HOME OFFICES: Pacific Department 
H. A. CLARK, Manager Newark, N. J. W. W. & E. G. POTTER, Managers 
844 Rusk Street New York, N. Y. Philadelphia, Pa. 60 Sansome Street 
CHICAGO, ILL. Pittsburgh, Pa. Milwaukee, Wis. Concord, N. H. SAN FRANCISCO, CAL. 


LOYAL TO PRINCIPLE--TO LOYAL AGENTS, LOYAL 




















OHIO 


Rockford Life 





SALESMEN’S SAMPLES 


FURS LINENS Insurance Company 
LINGERIE MEN’S WEAR 
CLOAKS & SUITS LEATHER GOODS : 

Except Jewelry Home Office - Rockford, Illinois 


INSURED AGAINST ALL RISKS 


With Some Exclusions 


WHILE TRAVELING 


A. F. SHAW & CO., Inc. AGENTS 
GENERAL AGENTS — ALL RISKS DEPT. W 
ST. PAUL FIRE & MARINE INSURANCE CO. ANTED 
NEW YORK CHICAGO 
75 Maiden Lane Insurance Exchange 
Phone Beekman 4546 Phone Wabash 1068 Apply Francis L. Brown, Vice Pres.-Secretary 
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FIRE INSURANCE 





AGENTS IN SESSION AT 
WEST BADEN 


Over 500 Fire and Casualty Repre- 
sentatives Present 








BANQUET IS PRE-CONVENTION EVENT 





Indiana Association Holds Meeting Prior 
to Gathering of National Organization 
[By a Starr CorRESPONDENT] 

West BapEN Sprincs, West Bapben, INp., 
Sept. 18—Over 500 fire and casualty insurance 
agents gathered tonight in the great atrium of 
the West Baden Springs hotel to participate in 
the annual get-together dinner of the National 
Association of Insurance Agents which is hold- 
ing its thirty-third annual convention here. 
The dinner was presided over by President W. 
Eugene Harrington of Atlanta, Ga., whose two 
terms in that office have marked an extremely 

successful regime. 

W. H. Brumer, president of the Indiana As- 
sociation, was the first speaker introduced and 
offered the agents the keys to the banks of the 
Wabash. He was followed by Clarence C-. 
Wysong, commissioner of insurance, who spoke 
briefly upon the accomplishments and aims of 
the department insofar as they affect the Amer- 
ican agency system. 

Other speakers this evening were: Charles 
H. Burras of Chicago, representing the Na- 
tional Association of Casualty and Surety 
Agents, of which he is president; F. Harold 
Van Orman, lieutenant governor of Indiana, 
and J. Heber Hudson, director of the mercan- 
tile affairs department of the Illinois Chamber 
of Commerce. 

Although the executive committee has been 
in session almost constantly for three days, 
very little except matters of routine nature have 
been taken up. . 

The most important action is embodied in 
the following resolution concerning the ac- 
tivities of the Public Fire Insurance Company 
of New Jersey in the territory of the South- 
Eastern Underwriters Association: 

The executive tommittee of the National As- 
sociation of Insurance Agents approves the 
position taken by the president in his recent 
correspondence with the Public Fire Insurance 
Company, dealing with its proposed plan of 
operating through branch or brokerage offices 
in S. E. U. A. territory and reaffirms the posi- 
tion previously taken by the National Associa- 
tion; namely: 

1. That the integrity of all clear agencies 
should be maintained inviolate. 

2. That it is a bad practice for companies 
to pay, or for agents to accept differential com- 
missions in the same agency. 


The executive committee further states: 


That, until reciprocal arrangements can be 
made between organized agents and organized 
companies ~with reference to company agency 
representation, we believe the National Associ- 
ation should not be committed to the support of, 
or in opposition to, any fire insurance company 


because it does or does not belong to any com- 
pany organization; recognizing, however, that 
our support is enthusiastically pledged to those 
companies operating in accord with our prin- 
ciples. 

That we appreciate the expressed desire of 
the Public Fire Insurance Company to operate 
in accord with principles enunciated by our 
Association and welcome the suggestion of fur- 
ther conference looking toward the protection 
of the interest of the policy-writing agent and 
the economic stability of the business. 

Agents who are concerned in.the recent rul- 
ing of the Oil Insurance Association are to meet 
and organize during the week and will hold a 
conference with H. M. Carmichael, manager 
of the Association. It is hoped that a method 
will be found to settle the present dispute which 
centers around the commission to be received 
for countersigning the policies issued through 
the association. , 

An event today was the annual session of the 
Indiana Association, which is held at this time 
in connection with the national meeting. Of- 
ficers elected were as follows: President, At- 
wood Jenkins, Richmond; vice-president, Chris 
Loercher, Tell City; secretary-treasurer, D. A. 
Searles, Marion; chairman of the executive 
committee, Herbert Barr, Indianapolis. Some 
discussions were held as to the advisability of 
employing a part-time paid secretary. 

Among the speakers at the session were: W. 
Eugene Harrington, president of the National 
Association, and C. C. Wysong, Indiana insur- 
ance commissioner. 

Charles Burras, in his address tonight, said 
that the National Association of Casualty and 
Surety Agents had not received the co-operation 
of the companies in enforcing the casualty ac- 
quisition cost rules and that perhaps from now 
on the agents had better look more particularly 
after their own interests instead of trying to 
help the companies enforce their own rules. 


Metropolis Fire to Release 100,000 Shares 
to Public 

James Cunnion, president of the Metropolis 
Fire Insurance Company of New York, recently 
organized, announced last week that the Super- 
intendent of Insurance of the State of New 
York has authorized the company to issue 100,- 
000 shares of its stock to the public. The stock 
will be offered at $16.50 per share. The 
authorized capital of the new company is $500,- 
000 and the authorized surplus $1,000,000. The 
par value of the stock is $5 a share. 





Special Agent Available 

Elsewhere in this issue a fire insurance special 
agent advertises his desire to form a new 
connection with a good fire company, covering 
territory anywhere from Pennsylvania to 
Maine. He has had 15 years’ experience, and a 
company desiring a field man for the territory 
mentioned will do well to communicate with 
the advertiser. 
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FIRE PREVENTION WEEK 


President of United States Issues 
Proclamation 








OBSERVANCE TO BEGIN OCTOBER 7 





Country’s Chief Executive Cites National 
Menace of Property Losses 

As has been announced in recent issues of 
Tue Spectator, Fire Prevention Week will be 
observed throughout the country beginning Sun- 
day, October 7. President Coolidge has issued 
the following proclamation recommending the 
observance of the week: 


The economic and social progress of the 
nation is dependent to a large degree upon the 
proper direction and control of all elementary 
forces within it. Fire, a friendly aid and com- 
fort when used properly, becomes a deadly foe 
when permitted to range unchecked. The 
dangers of fire, and to some extent the means 
of controlling it, have been understood gener- 
ally from a very early period. However, year 
by year fire has resulted in the destruction of 
thousands of lives and much material wealth. 
In 1927 property loss alone in the United States 
due to fire is estimated to have totaled more 
than $475,000,000, while loss of life from the 
same cause was likewise heavy. 

A certain measure of encouragement is to be 
derived from the fact that fire losses in the 
United States were decreased in 1927 as com- 
pared with 1926. Co-operative efforts on the 
part of our citizenry in recent years have shown 
that many types of fires are preventable. Wide- 
spread interest and activity in fire prevention 
have had a marked influence in bringing about 
a realization of public responsibility in dealing 
with the fire waste problem. Cities, towns and 
farming communities, engaging in a construc- 
tive campaign to inculcate sound principles of 
fire prevention in the minds of thinking in- 
habitants, are accomplishing highly desirable 
and satisfactory results. There is urgent need, 
however, to translate this effort into further 
remedial action. Increased vigilance on the 
part of all citizens is necessary, for their cumu- 
lative efforts will determine the future reduc- 
tion or increase in our national fire waste. 

Therefore, I, Calvin Coolidge, President of 
the United States, do recommend that the week 
beginning Sunday, October 7, 1928, be observed 
throughout the nation as Fire Prevention Week. 
United and co-ordinated endeavor in reaching 
the consciousness of every citizen is desired and 
can be obtained by the concerted action of our 
press, our schools, our churches and the civic 
and welfare organizations of every community 
rural and municipal. During the last few years 
the observance of Fire Prevention Week has 
furnished a stimulus and guide for activity 
throughout the year. With this precedent it is 
to be hoped that every community will strive 
continuously for the elimination of fire hazards 
and put into practice the fundamentals which 
will be stressed during Fire Prevention Week. 
The adoption of simple precautionary measures 
at all times will be rewarded by a higher degree 
of security to individual life and property. 


Chicago Fire Examiners to Meet To-night 

A meeting of the Association of Fire In- 
surance Examiners of Chicago will be held this 
evening in that city. 
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ASSURANGE COMPANY, LTD. 
of London 


150 William St., New York 







INDEMNITY COMPANY 
150 William Street, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 
Rent, Rental Values, Use & ‘Occupancy, Riot & Civil Commo- 
tion, Public Liability, Workmen’s Compensation, Burglary & 


Theft, Accident & Health, Plate Glass. | 


THE LONDON & LANCASHIRE 


INSURANCE COMPANY, Ltd. 
OF LONDON, ENGLAND 
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New York Department: 
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FIRE AND LIFE 


J ASSURANCE CORPORATION, Li. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 4TY & WALNUT STS. 
PHILADELPHIA 



















REINSURANCE 


FIRE and CASUALTY 
ROSSIA INSURANCE COMPANY 


of America 


THE FIRE REASSURANCE COMPANY 


of New York 


AMERICAN RESERVE INSURANCE CO. 


of New York 


LINCOLN FIRE INSURANCE COMPANY 


of New York 


THE FIRST REINSURANCE COMPANY 


of Hartford 





115 BROAD ST., HARTFORD, CONN. 














Great American 


Insurance Company 
sz NewPork = Sz 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,.500,000.00 


aréEnve FOR ALL 85 LIABILITIES 


23,422,855.21 


NET 2,85 


2 1.060,1 19.35 
56,982,974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, III. 
GC. R. STREET, Vice-President 
PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Wwm. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHIGAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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DOMINION SUPERINTEND= 
ENTS NOW IN SESSION 





Canadian Officials Holding Convention 
at Regina 





R. LEIGHTON FOSTER RAPS REBATING 





O. E. Sharpe, Association’s President, 
Would Control Expenses of New 
Companies 
The annual meeting of the Association of 
Superintendents of Insurance of the Provinces 
of Canada opened at the Saskatchewan hotel, 
Regina, Canada, yesterday and will close to- 
morrow. The sessions are being presided over 
by O. E. Sharpe, president of the association, 
and among the topics under discussion are hail 
and tornado insurance, licensing of agents, 
workmen’s compensation, over-insurance in the 
fire business and others of paramount interest 
to the companies writing business in the Do- 

minion. 

The situation with respect to hail and tor- 
nado insurance was pointed out by Henry Brace 
who showed that the companies were being 
placed in the position of taking risks they did 
not wish to carry when agents bound them 
and the companies subsequently had to get per- 
mission to cancel, covering the risk during the 
period of delayed action and receiving no recom- 
pense for such interim. Mr. Brace, who heads 
a subcommittee of the executive committee of 
the Canadian Hail Underwriters Association, 
said that amendments remedying the situation 
had been in force and were proving satisfac- 
tory. He gave the premiums and losses of the 
business in three Provinces as follows: 


Alberta Premiums Losses 
De a a5. cikipice Gee aiere ears $1,634,831 $1,099,150 
Ch) EO eee es ee 2,987,144 4,010,781 

Saskatchewan 

Boe sega abe nae aw bake 3,214,615 2,479,099 
SUE 65-6 WT ENS VERO EOS 4,692,845 3,236,189 
Manitoba 
Be 6:0 clévé veaeede ko cate 464,513 150,958 
DEF osc ococies ccm nese 472,337 177,594 


R. Leighton Foster, superintendent of On- 
tario and secretary of the Canadian Superin- 
tendents Association, submitted three reports; 
one as secretary of the organization, one on 
fraternal insurance and one on the limitation 
of risk for insurance carriers. He suggested 
that, with regard to limitation of risk, the New 
York law on the subject might serve as a basis 
for Canadian legislation. In his fourth an- 
nual report as secretary of the Association, 
Superintendent Foster discussed joint inspec- 
tions by the Provinces of companies, jurisdic- 
tion, unlicensed insurance, legislation suggested 
and the problem of rebating. With regard to 
rebating, Mr. Foster declared: 

Whatever may have been the moral effect of 
the Parliament of Canada having declared the 
act of rebating to be a crime, there is no doubt 
that the section has been wholly ineffective in 
so far as the record of successful prosecutions 
thereunder is concerned. There are some who 
argue that there is or should be no crime in 
rebating, that there is no more reason why the 
insurance agent should be protected by this 
kind of legislation than grocers, manufacturers 
or real..estate agents. Nevertheless the cir- 
cumstance that rebating is prohibited in almost, 
if not all States of the Union, or wherever 
there is an insurance law in force, may be taken 
as evidence that rebating applied to the insur- 


ance business is generally admitted to be an 
evil. Certainly there is no doubt that the State 
or Province which enacts and attempts to ad- 
minister an agent’s qualification law cannot be 
wholly successful in so doing without the sup- 
port of a sound enforcible anti-rebating law. 

President Sharpe, in his opening remarks, 
declared that closer supervision of the forma- 
tion of new insurance carriers was indicated 
and said that: 

The promotion of insurance companies can 
be most easily controlled by limiting the per- 
centage of commission or expense to, say, 15 
per cent for organization. The very large pre- 
mium sometimes collected on the sale of the 
stock of a new insurance company does not in 
all cases go to the promoter intact, but is some- 
times used by him to make a rebate on the sale 
of stock in large units or to prominent persons 
whose names may be of value in inducing others 
to purchase shares. A limitation of organiza- 
tion expenses does not permit of this discrimina- 
tion to any great degree. 

The president also touched on the question 
of insurance as a means of guarding aviation 
when he said: 

There has been some criticism of licensed 
companies regarding the lack of facilities in 
connection with aviation insurance. However, 
when we consider the problems involved, it is 
evident that great caution is indicated where fulF 
cover for all risks is desired. The indemnity 
payable in cases of personal accidents will vary 
according to the jurisdiction in which they oc- 
cur. In a long flight, the accident may hap- 
pen in any one of a number of provinces or 
States and it is necessary to determine the prob- 
abilities not only of the accident but the locality 
in which it is likely to occur. Further, the 
amounts at risk for the various contingencies 
such as fire, property damage, personal accident, 
etc., may in the aggregate be very large and 
only experience will indicate if the rate is ade- 
quate. This means that reserves will have to 
be closely checked accordingly. 


Western Fire and Western Casualty 
Increasing Capital 

At a special meeting last week of the stock- 
holders of the Western Fire Insurance Com- 
pany and the Western Automobile Casualty 
Company, both of Fort Scott, Kan., it was 
voted to increase the capital of the fire company 
from $300,000 to $500,000, and of the automo- 
bile company from $250,000 to $500,000. This 
will give the Western group total assets in ex- 
cess of $4,000,000. The companies are now 
chartered to write practically all forms of in- 
surance except life, and are entered in nineteen 
States. The present program of expansion pro- 
vides for early entrance into additional terri- 


tory. 


Report on Transportation Reinsurance 


The Transportation Reinsurance Company of 
New York, according to the report of its ex- 
amination by the New York Insurance Depart- 
ment, which has just been filed, had, as of 
June 30, 1928, total assets of $2,518,805. Lia- 
bilities were $27,537, leaving a net surplus of 
$1,491,267 above the $1,000,000 capital, or a 
surplus to policyholders of $2,491,267. The 
company commenced business on May 18, 1928. 
and as of the date of the examination had net 
premiums in force of $25,176, mostly on air- 
craft risks. The company is operated by Wil- 
liam H. McGee & Co., general agents, and is 
one of the groups under its management. 
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WILL |INCREASE CAPITAL 
Hanover Fire to Add $500,000 








10 PER CENT STOCK DIVIDEND 
PROPOSED 





Company ‘Recommends Issuance of 50,000 
More Shares, Par Value $10 


The board of directors of the Hanover Fire 
Insurance Company of New York last week 
declared the usual quarterly dividend of 2%4 
per cent. The directors also recommended to 
the stockholders an increase in the capital stock 
from $2,500,000 to $3,000,000 by the issuance 
of 50,000 additional shares of $10 par value 
each. The directors proposed that one-half of 
this increase be in the form of a 10 per cent 
stock dividend to present stockholders, condi- 
tioned upon stockholders waiving their rights of 
purchase in the other half of the proposed ad- 
ditional capital—25,000 shares—to be set aside 
for sale to employees and agents. 

Numerous requests on the part of the agents 
and the feeling that such action would result in 
closer relationship of the employees, the agency 
force and the company was the reason for such 
action. The matter will be placed before the 
stockholders and if it meets with their approval 
a stockholders’ meeting will be called to ratify 
the action. 


TEXAS FIRE INSURANCE 


Companies Paid $15,094,549 in Losses 
Last Year 


AusTIN, Tex., September 17.—Fire insurance 
companies reporting to the State fire insur- 
ance commission paid $15,094,549 for fire losses 
last year and $75,851,333 for losses during the 
five years ended January 1, it was announced 
by the commisison. 

New direct business and premiums for five 
years were, respectively, $11,308,177,449 and 
$136,107,659 and for 1927 were $2,507,995,311 
and $29,139,088. 

Losses last year were only 51.7 per cent 
of the premiums, compared with 55.7 per cent 
for the five-year period. Expenses of the com- 
panies in 1927 were 40.62 per cent of the pre- 
miums and 43 per cent for five years. 

In floater policies other than cotton last year 
were more than six times as great as premiums. 
The greatest amount of losses was paid on 
dwellings other than farm and country and 
mercantile stocks except those in fire-proof 
buildings or sprinklered. 


Merchants and Manufacturers Enters 
Connecticut 


Insurance Commissioner Howard P. Dunham 
of Connecticut has announced that the Mer- 
chants and Manufacturers Fire Insurance Com- 
pany of Newark has been licensed to write fire 
insurance in Connecticut. The company is 
largely owned by interest affiliated with Joseph 
M. Byrne, Jr., & Co. and Corroon & Rey- 
nolds, Inc., of New York. On December 31, 
1927, it had a capital of $500,000 and surplus 
of $1,000,000. 
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THE CONSERVATION OF HUMAN LIFE—THE NA- 
TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH 


A New and Comprehensive Survey of the 
Economics of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company 


The eminent investigator and statistician named, in this entertaining 
and informative volume of 361 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
coger The principal topics treated are shown by the following chap- 
ter titles: 


The Economics of World Health 

The Cost of Medical Service 

What It Costs to Neglect Our Children 

The Problem of Heart Disease 

The Problem of Tuberculosis 

The Chance of Death from Cancer 

The Problem of Old Age 

The Great American Family 

On the True Rate of Natural Increase 

Birth Control and the Population Question 
The Education of Women for Home-Making and Careers 
Life, Death, and the Negro 

Health of the Workers 

Has Prohibition Improved the Public Health? 
The Possibility of Extending Human Life 


This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 


PRICE, $3 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 

















Down to 
Brass Tacks 


We) 


J 


These “‘first readers” applaud, 
“DOWN TO BRASS TACKS,” 
the handy office reference-book on Direct-mail Advertising as a business’ 
builder for local Fire and Casualty agents. 
Cliff C. Jones, ex-President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency). 


Kansas City, Mo.: “ “Down to Erass Tacks’ has answered every question that has bothered 
us. Logical in its presentation, complete in its subject matter, practical in its application to the 





insurance business, it will be welcomed by every aggressive insurance agent in the U. S. t, 


our firm meeting last night we changed our direct-mail system materially due to your book.” 


T. F. Horton, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 
ing the book, I was so interested, I could not leave it till I had read it all. Any agent who will 


read the book will find his enthusiasm aroused and that ought to mean increased commissions.: 
We are going to call it to the attention of our many agents throughout Nebraska and Iowa.”: 


Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “ ‘Down to Brass Tacks’ is full 
of real meat. There are more practical ideas jammed between its covers than I have found 


in a score of other books and I have searched for something new that could be used in our: : 


office. This book should be on the desk of every live local agent in the country.” 

Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down to Brass 
Tacks’. It is stripped of all bunk psychology; it is a real business-builder; and hits the nail on 
the head. Using one of your ideas, I mailed ten letters on which the commission return was 
$285. If one puts the contents of this book into practice in a practical manner, good results 
are inevitable.” 





THE SPECTATOR COMPANY, 135 William Street, N. Y. City 
I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail 


can be used as a Business-Builder. 
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THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Coa- 
necticut Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 




















WE WANT MEN in 

—men who are self-con- OHIO 

fident— INDIANA 

—men who are morally KENTUCKY 

ogra WEST VIRGINIA 

—men who are finan- 

cially responsible— PENNSYLVANIA 
TEXAS 

—men who are anxious OKLAHOMA 

to accomplish results— CALIFORNIA 

—men who are open to Partnership-basis ILLINOIS 

Agencies IOWA 


LIFE HEALTH ACCIDENT 











THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


Standard Sub-Standard Super-Standard 


Tell it all in the 
first letter—Time is 
Money. 





























SOME DON’TS OF LIFE 


By WILLIAM T. NASH 


By a series of “Don’ts’? Mr. Nash points out in this 
leaflet the many benefits to be derived from life insur- 
ance. There are several excellent answers to objections 
which will make the way easier for the agent if properly 
distributed. Prices: Sample copy, 10 cents; 50 copies, 
$2.50; 100 copies, $4.50; 500 copies, $18.00; 1,000 copies, 
$30.00; 5,000 copies, $120.00; 10,000 copies, $225.00. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 135 WILLIAM STREET 
CHICAGO NEW YORK 











Missouri Insurance Company 
ST. LOUIS, MISSOURI 


CAPITAL FULLY PAID $200,000.00 


Admitted Assets December 31, 1927 $784,034.00 



































—a.,R $7,775,789.38 ONTRACTS 
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INSURANCE co. = DOUBLE DEATH 
Northern Life Building y BY ACCIDENT 
SEATTLE, U.S.A. A Loss of Nantes Feet, 
Permanent tea 
D. B. MORGAN HOME OFFICE, SEATTLE, U.S.A. Benefits 
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MENACE OF OVER=INSUR= 
ANCE CITED 


Henry Brace Says It Results in Need- 
less Losses 








FAULT CAUSES LACK OF FIRE 
PREVENTION 





Primary Responsibility of Agents in Se- 
lecting Risks Also Noted 


The great danger of over-insurance in the 
matter of fire coverage is the actual creation 
of losses, declared Henry Brace in an ad- 
dress before the Association of Superintendents 
of Insurance of the Provinces of Canada which 
is meeting Wednesday, Thursday and Friday of 
this week in the Saskatchewan hotel, Regina, 
Canada. Mr. Brace also said that responsibil- 
ity for selection of fire risks devolves to no 
little extent on the agent and, in this connec- 
tion, declared “Many agents have not accepted 
the charge, which surely devolves upon them, 
to counsel their companies fairly and intelli- 
gently.” Continuing his remarks on over-in- 
surance, Mr. Brace said: 


It cannot be denied that over-insurance is a 
menace. From a loss standpoint, it tends to 
open the way to unscrupulous persons to over- 
value property for the purpose of making a 
profit. From an agency standpoint, it inspires 
an eager desire to increase commissions. From 
a company’s standpoint, it causes discontent 
when the assured finds he cannot collect the 
face value of his policy on a total loss. The 
assured only requires, or at least he is only 
entitled to require, adequate protection at proper 
rates. The agent owes to his client the duty 
to properly counsel and advise him in the mat- 
ter of the coverage he seeks. The company 
relies on the honesty of the assured, and ex- 
pects that the agent will carry out his duty, 
for which he has vouched himself to them. The 
present-day agent is presumed to be cognizant 
of the importance of his obligations, and suffi- 
ciently educated in his line of business to dis- 
charge his duty properly. Otherwise he has 
no right to be permitted to continue as an in- 
surance agent. 

Probably the greatest danger of over-in- 
surance is in the actual creation of losses. 
People who are otherwise cautious, become 
careless in the protection and maintenance of 
their property, due to a “sense of security,” be- 
cause they are “covered,” and when the amount 
of insurance carried is considerably in excess 
of the value of the property, they are still more 
careless because they are not going to be the 
loser, and possibly may be ahead of the game 
if -they can successfully establish a fraudulent 
claim. 

The dishonest loss is not the only dangerous 
feature which over-insurance presents. Another 
is that it is the cause of absolute lack of cau- 
tion, safeguard and even interest, because of the 
thought that the propery is well protected, often 
tending to make the owner expose his property 
as a target to the fire demon. 


Insurance Publishers to Have Display at 
Advertising Conference 
Insurance journalism will have a conspicuous 
place in the display in connection with the an- 
nual convention of the Insurance Advertising 
Conference at Washington, October 1, 2 and 3. 
Gerald Snider, of the Underwriters’ Review, 
is heading a special committee which is working 
with Chester Sparver, of the Connecticut Mu- 


tual Life Insurance Company, general chairman 
of exhibits. On the special committee will be 
a sufficient number of insurance press represen- 
tatives to assure that the display of the insur- 
ance press will be an interesting and informa- 
tive part of the advertising display at Wash- 
ington. 


GEORGE G. QUIRK PROMOTED 
Made Assistant Secretary of 4=tna Fire 
and World Fire and Marine 


The boards of directors of the 7AZtna (Fire) 
Insurance Company and of the World Fire and 
Marine Insurance Company, Hartford, at their 
meetings held last week elected George G. 
Quirk as marine assistant secretary of the two 
companies. 

Mr. Quirk has had many years of valuable 
experience in the production and underwriting 





GeorcE G. QuiRK 


of marine lines having worked in both field 
and office and having traveled all over the 
United States in connection with his duties. 
Mr. Quirk went to the AZtna Fire Group in 
the spring of this year on account of the rapid 
development of the companies’ marine depart- 
ment and the value of his service in that brief 
time is now recognized. 

Prior to his entry into the insurance field 
he was in the shipping business in New York 
city. Mr. Quirk was born in Oswego, N. Y., 
and was graduated from the Oswego High 
School and from Yale in 1907. He is mar- 
ried and has three children. 


Fire Association Appointment 


The Fire Association of Philadelphia and its 
affiliated companies, The Reliance Insuratice 


Company, Victory Insurance Company.:;and Cons 


stitution Indemnity Company, announce the ap- 
pointment of Frank Keller as assistaft’ fnan- 
ager of the automobile departmént:>; Tas 


Mr. Keller was formerly automgbile special 
agent of the Fireman’s. Fund group for the 


State of Pennsylvania. | He has. had several 
years’ training in the Automobile” field; and 
his connections prior to that with the Fireman’s 
Fund included the Inguragce Company of North 
America and thé tfSme Insurance Company “of 
New York. 
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approval of the court is first had. 


ESTABLISHES NEW YORK 
DEPARTMENT 





Insurance Company of North Amer- 
ica Expanding Service 





FORMAL OPENING OCTOBER 1 





Operations Will Be in Charge of Charles 
F. Enderly—Full Brokers’ Service 


The Insurance Company of North America, 
Philadelphia, the oldest stock fire and marine 
insurance company in the United States, has 
announced the establishment of a Metropolitan 
department at 122 William street, New York. 
The formal opening will be October 1 and the 
department will be in operation in time to take 
care of October business. 

Charles F. Enderly, manager of the company’s 
New York brokerage binding office, will be 
equipped to handle fire, automobile and allied 
lines wherever located. Mr. Enderly will con- 
tinue as manager of the brokerage department 
and as agent of the Philadelphia Fire and Ma- 
rine for marine and inland business, and as the 
New York branch of the Indemnity Insurance 
Company of North America, under the manage- 
ment of C. W. Lewis, is located in the same 
office, the North America group will be in a 
position to furnish all kinds of insurance except . 
life at 122 William street. 

Mr. Enderly has not as yet completed his of- 
fice organization but he says that it will be 
fully equipped to give brokers the best ser- 
vice. He has been in charge of the company’s 
brokerage binding office in New York since 
1916 and has a wide acquaintance among New 
York brokers. 


Rules on Receiverships 

Cuicaco, Iti., September 17.—In Illinois, 
where company collapses are sufficiently fre- 
quent to keep interest in them alive, all matters 
relating to receiverships are also interest-creat- 
ing. For that reason the opinions of the at- 
torney-general of the State on the rights of re- 
ceivers and of those affected by receivership al- 
ways are given a reading. The latest opinion 
of Attorney-General Oscar Carlstrom was 
given in answer to the following question: 

An Illinois stock or mutual fire company re- 
insures the business in whole or in part in an- 
other fire company required to transact busi- 
ness in Illinois. The reinsuring company hav- 
ing been subsequently placed in the hands of a 
receiver before all of the business reinsured 
had expired, would the receiver be obligated 
to return to the parent company the unexpired 
business assumed by it? 


The attorney-general answers the question 


~ thus: 


A receiver of an insurance company has the 
general authority to take possession of the 


jproperty and, acting under the authority and 
, direction of the appointing court, may do all 
‘things necessary to wind up the company’s af- 


fairs, which would include the right to sell all 


of its assets to whom it sees fit, providing the 
Also, de- 


partmental approval where the statute so re- 
quires. 
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Wilmer L. Moore, President 


Selling Helps 
Ages 30 days to 65 years 
Participating and Non-participating Standard and Sub-standard 
Non-medical 
Good available territories in eight Southern States 
E. S. Albritton, Vice-President 


The Southern States Life Insurance Company 
ATLANTA, GEORGIA 














AGENTS WANTED 
FIRE AND ALLIED LINES 


American Equitable Assurance Company 
Knickerbocker Insurance Company 
Brooklyn Fire Insurance Company 


Merchants and Manufacturers Fire Insurance 
Company 
Incorporated 1849 
New York Fire Insurance Company 
of New York 
Incorporated 1832 
Large capacity on acceptable classes 
Write us at 
Home Office 


92 WILLIAM ST. NEW YORK, N. Y. 





























We are prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 
For Contracts and Territory, address 


H. M. HARGROVE, Chairman of the Board 
H. J. L. STARK, President 


BEAUMONT, TEXAS 











onmu topics 


\ lopies of The ‘'onnectieut M utual) 





VOL. Ill SEPTEMBER, 1928 No. 9 





GOOD BUSINESS 


is always to be had by intelligent, 
hard work properly directed. We 
have proved this time and again 
during the past eighty-one years in 
business. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 
1846 Over_81 years in Business 1928 

















Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 * 





Since premiums were much reduced January l, 
1927 the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January l, 
1928, shows on the average a greatly reduced 
cost to the policyholder, which should enable 
the Provident agent still further to increase 
his production and the size of the policy sold. 








C. E. Clarke, President J. R. Anthony, Jr. Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: Physicians Building, Jacksonville, Fla. 
Accident and Health Insurance 


Commercial and Industrial 




















Good territory available in Texas and 
Oklahoma to Agents who can qualify as 
to character. 


SOUTHERN UNION 
Life Insurance Co. 


of 
Fort Worth, Texas 
JAS. L. MISTROT, Pres. TOM POYNOR, V.-Pres. 























September 20, 1928 


THE SPECTATOR 


Fire Insurance 








Agency Problems Under Discussion 
(Concluded from page 3) 


bond between agents and companies, the tie that 
bound them one to another, the leaven that made 
their interests one, was not this multiple agency 
method of company representation. At this 
time there can be no division of opinion on the 
way by which the old-time loyalty may be re- 
stored. The condition that will once more give 
an agent pride in his company, a sense of honor, 
make him jealous of its representation, pro- 
vide a definite responsibility, guard its interests 
carefully, and furnish it with a satisfactory 
volume of well chosen business, is a return to 
the honored and respected sole agency method 
of company representation. 


A BrinceE BUILDER 


Describing the National Association as a 
builder, erecting a bridge over the gap between 
untrained agents and the latest developments in 
the insurance field, President Harrington pointed 
out that the chief services rendered to its mem- 
bers by the Association thus far are the stand- 
ard automobile identification certificate, the 
policy sticker, a program of publicity and 
advertising, proper and continuous use of the 
emblem and the material contained in the 
American Agency Bulletin. The five-year de- 
velopment plan of the Association, which is 
summarized elsewhere in this issue, was out- 
lined by the speaker who said that the agency 
helps just described were part of that plan and 
that only the full co-operation of members was 
needed to make it a success. Better public 
relations and business development are syn- 
onyms, declared President Harrington in stress- 


ing the importance of this work. 


Re-Insurance_ | 
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Cor poration 


of America 


HORACE R. WEMPLE, Pres. 


€ 


TREATY and FACULATIVE 
FIRE RE-INSURANCE 


JANUARY, 1928 
Capital and Surplus, $1,324,348.38 


¥ 


Eighty-Four William Street 
7 NEW YORK 























Discussing non-policy-writing agents, the 
speaker said that the Association opposes: 

(1) anything that endangers the business of 
the policy-writing agent; (2) non-policy-writing 
agents; (3) the further extension of the pro- 
ducing branch office as distinguished from the 
service office, for the reasons that the produc- 
tion branch office will lead to higher costs of 
doing business and poor service to the public 
and has caused the appointment of non-policy- 
writ.ng agents who render no service of value 
to the business or the public, and (4) the ap- 
po‘ntment of any class of producets except the 
policy-writing agent and the duly licensed so- 
licitor or broker. 

The advantage gained by companies through 
bank agency and other appointments outside the 
legitimate agency field does not promote eco- 
nomic stability, declared President Harrington. 
who specifically referred to the Bank of Italy’s 
effort to apply branch banking methods to the 
distribution of insurance. Said Mr. Harring- 
ton: 

The present campaign of the California As- 
sociation against the Bank of Italy’s insurance 
activity has by no means been abandoned, even 
though the bank has purchased an insurance 
company. The end is not yet in sight; neither 
is victory, but we believe that the California 
agents will establish the righteousness of their 
contention. 

Mr. Harrington emphasized the importance 
of the National Association in the casualty field 
as well as in fire insurance and said that the 
support of its members had no little to do 
with bringing the attention of the companies 
to small compensation risks. 

The Association has 11,025 members, a gain 
of 17.4 per cent over a year ago and if the 
companies expect their co-operation it is time 
that arbitrary methods of dealing with agents 
gave way to a more reasonable system, said the 
president. The speaker also referred to the 
West Virginia commission-separation issue as 
bringing sensational and distorted publicity and 
expressed the wish that arbitration had been 
resorted to before action was taken. As an 
example of evils that affect the agents, Presi- 
dent Harrington instanced the commission cut 
made by the Oil Association as follows: 

No immediate solution of the issue is in sight. 
We refer to the drastic action of the Oil As- 
sociation in reducing commissions to agents by 
a rubber stamp not:ce to 10 per cent, placing 
agents on the same basis of compensation as 
non-resident brokers. What a strange situation 
this is! A company organization that has no 
contractual relations with agents, informs them 
that their commissions have been cut from 50 
to 100 per cent. The excuse advanced is that a 
loss ratio of 89 per cent has been encountered 
since the Oil Association was organized, and 
that during 1927 a loss ratio of 127 per cent 
was suffered. Why what should be cared for 
in the rate is being taken out of the compensa- 
tion of agents is incomprehensible. 

J. W. Dewees Made Texas Fire Insurance 
Commissioner 

AusTIN, TEx., September 18.—J. W. Dewees, 
widely known insurance man of Paris, Texas, 
was appointed State Fire Insurance Commis- 
sioner to fill the vacancy caused by the recent 
death of T. Mitchell Campbell, Jr.; the ap- 
pointment was made by Governor Dan Moody. 
Mr. Dewees has accepted the position and will 
assume his duties within the next few days. 
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WINDSTORM LOSSES 


Damage at Rockford, IIl., Estimated 
at $5,000,000 


PORTO RICO HARD HIT 








Complete Data Not Yet Available—South 
Dakota Also Suffers 


Complete and accurate accounts of the loss in 
life and property caused by the hurricane that 
swept Porto Rico and continued its course of 
death and destruction to Florida will probably 
not be fully known for some time. The present 
storm was probably the worst that Porto Rico 
has experienced in thirty years, and both the 
loss in life and in property has been tremendous. 
That insurance companies have been badly hit 
goes without saying and, in addition to the 
losses they must pay because of the devastation 
caused by the hurricanes, they also are faced 
with losses due to the windstorms in South 
Dakota and Illinois. The bulk of the wind- 
storm insurance on sugar, tobacco and other 
classes in Porto Rico, however, is carried by 
British companies. 

Insurance written and premiums received by 
leading companies on windstorm business in 
Porto Rico in 1925 were as follows: 





Amount of Pre- 
Company Insurance mium 
PORT oie odd sosead wake $281,000 $2,300 
ee ee oe 259,000 A 
SE aenercinasunieieenwes 399,000 14,000 
PENS 2 cca te eK a a eainenn aan’ 651,000 5,600 
Insutance Co. of North America 290,000 1,900 
RM Naa tic nwa cieaaanees een 5,000 6,300 
Commercial Union .........++ 601,000 5,500 
Guardian, Englaad oi0.<. i.e 797,000 33,500 
: | So ee eee ee 2,300,000 21,700 
North British and Mercantile.. 2,300,000 21,700 
Northern, England ........... ,163,000 9,600 
Norwich Union 9,100 
PRR Gcdcesgindas 5,700 
Rayel ExchGGGe. ..cccccsccves 1,264,000 11,000 
es Cee rer eee t rer eer: 1,695,000 11,400 
Vase? tare Xe Kercneaaawent 350,000 2,700 


The experience on windstorm business in 
Porto Rico for a number of years has been 
good, the average loss ratio being around 33 
per cent. 

Late estimates from Rockford, Ill., which was 
swept by a terrific windstorm last Friday, place 
the property damage as about $5,000,000, and the 
storm which hit Dakota City, Neb., and parts 
of South Dakota did, it is estimated, property 
damage of about $1,000,000. Just how much 
tornado and fire insurance is carried by the 
owners of the property destroyed in these dis- 
tricts is not definitely known, but there is every 
reason to think it is considerable. 


Great National Enters Two More States 

The Great National Insurance Company of 
Washington, D. C., which since its organization 
in 1926 has confined its operations to the Dis- 
trict of Columbia, announces its entry in the 
States of Virginia and North Carolina. The 
company has extensive expansion plans and 
expects to enter several additional Southern 
States by the first of the year. The Great Na- 
tional is the only casualty company chartered 
under the laws of the District of Columbia. It 
is chartered to write practically every line of 
insurance except life. 
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POSITION WANTED 


Special Fire Insurance Agent wants position 
with a good Company, Fifteen years experi- 
ence. Prefer anywhere from Pennsylvania to 
Maine as a field. Address Special Agent, 
care of THe Spectator, 1385 William St., New 
York. 




















Prominent Agents and Brokers 


Actuarial 





Independent Adjuster 

















GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 
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LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 

Fidelity Phenix Fire United States Fire National Fire of 
of New York of New York Hartford 

Automobile of Hart- National Liberty of New Amsterdam 
ford New York Casualty Co. 

—~* of New 


State of Penn. Indemnity Company 
Yor! America 
National Union 
Pittsburgh 

























Stuyvesant of New of 
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Actuarial 























Established 1865 by F avid Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
25 CHURCH STREET NEW YORK 


_ sini csepenage eran ay a 
MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 


NEW YORK I 


WOODWARD, FONDILLER and RYAN 


ConsuLTING AcTUARIES 
INSURANCE ACCOUNTANTS 


Harwood E. Ryan 



























































Richard Fondiller 75 Fulton St. 
Jonathan G. Sharp New York 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 
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JAMES a WASHBURN, F. A. I. A. ' 
onsulting Actua 
LIFE INSURANCE aiden, Intermediate, 
Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
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Semi-Tropical Business | 
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HAIGHT, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
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SAMUEL BARNETT 


| CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 
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Consulting Actuary 


Suite 1027, Candler Bldg. 
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E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 
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T. J. McCOMB 
Colcord Bldg. 




















CONSULTING ACTUARY 
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FRANK M. SPEAKMAN 
Consulting Actuary 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 
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JAMES R. COTHRAN 


Consulting Actuary 
306 Candler Building 


ATLANTA, GA. 


SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 
Consulting Actuaries 
1711-1712 Metropolitan Bldg., Toronto, Ont. 


Translations 


H. J. WERDER 
Translations 

from English, German, French, Spanish, Italian, 
Dutch, Danish and Norwegian into German and 
English. 

20 years insurance experience 

FIRE AND MARINE WORK 
80 MAIDEN LANE, ROOM 1801 JOHN 2484 
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ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 








Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES 


465 St. John St., Montreal. 
Telephone Main 3300-2607 


11 Mountain Hill, Quebee City 


HEAD OFFICE: 


BRANCH OFFICE: 












NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many ‘‘hopeless’’ cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: “No agent on earth could sell ine life insur- 
ance, but I am Fs to buy a policy just the 
igne 


same”; and he up for $75,000. 
USE IT AND PROSPER! 
PRICES: 

Samaplle Copy .ccccccccccccvcsocccese $ .28 
50 Copies Bato smewic eta eis bivia suis aw aire 8.50 
100 ie ERE SRE RECN IR Ee 15.00 
500 OE ee Oe ey eee 60.00 
1,000 Vice aun eww saan ewes 100.00 
el COR AR aN erinmncr eric 400.00 
Me  acclewcseaeae cues saignee ce 750.00 


Orders tor single copies must be prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 








Liability of Automobile Users 


for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 
Single copy, 50 cents 


12 copies.... 4.80 50 copies. 16.25 
2 CO . 8.75 100 * .. 30.00 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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FIVE-YEAR DEVELOPMENT 
PROGRAM 


National Association of Agents Dis- 
tributes Outline of Plans 








AIM IS BETTERMENT OF SERVICE 





Public Relations, Membership Increase, 
Cost Survey and Other Factors 
Emphasized 
The National Association of Insurance 
Agents, in annual convention at West Baden, 
Ind., this week, distributed to its members a 
twenty-page booklet describing the five-year 
development program which has been pro- 
jected. The objects of this campaign, which 
began September 1, are to sell insurance to the 
public first as an institution in its true light 
as the support of the credit system and all busi- 
ness, second in the form of greater volume of 

writings. 

The basic aim of the campaign is to raise the 
qualifications and the service-giving capacities 
of members of the Association and to this end 
the plan contemplates a yearly 10 per cent in- 
crease in membership. Also, the plan includes 
such considerations as local board organizations, 
better business methods, co-operative advertis- 
ing, company-agency loyalty, survey of produc- 
tion costs, and many other factors of importance 
to the business. As example of the outline of 
the plan may be visualized from the proposals 
for 1928-29, given as follows: 


1. 10 per cent Membership Increase. 

2. Following Through on 1 Year’s Work. 

3. Perfecting Organization of Key Men. 

4. Introduction of Public Relations and Ed- 
ucation Program. 

5. Cohesion of Our Agency Organizations. 

6. Re-establishment of Company - Agency 
Loyalty. 

7. Development of Business Building Helps 


for Members. 


Ontario Fire and Casualty Agents to Hold 
Convention at Toronto 

Otrawa, CaAnapa, Sept. 18—The Ontario 
Fire and Casualty Insurance Agents will hold 
a convention at the King Edward Hotel, To- 
ronto, on Thursday and Friday, October 18 and 
19. On Thursday morning an address of wel- 
come will be given by the Mayor of Toronto. 
Hon. G. H. Ferguson, Premier oi Ontario, will 
also deliver an address. Geo. H. Turner will 
address the convention on “Mutual and Recip- 


rocal Competition.” Other speakers will be 
heard, and the afternoon of Thursday will be 
devoted to business sessions. A. Duncan Reid, 
president of the Globe Indemnity Company, and 
W. H. Bennett, counsel and secretary of the 
National Association of Insurance Agents, will 
deliver addresses. 

Friday morning will be devoted to business 
sessions. At the luncheon on Friday, G. D. 
Finlayson, Superintendent of Insurance for the 
Dominion, will be the chief speaker. 


Death of George Hunter 

George Hunter, of Des Moines, vice-president 
of the Hawkeye and Des Moines Fire Insur- 
ance Company for some time prior to its rein- 
surance in the Fireman’s Fund in 1913, died 
last week. He was president of the Des Moines 
Fire Insurance Company until its consolidation 
with the Hawkeye. He formerly owned and 
published the Underwriters Review of Des 
Moines, now owned and published by Clifford 
DePuy. 











ASSETS 
Bonds (market value).$1,126,902.85 
First mortgage loans 


on real estate...... 1,015,020. 00 
Collateral loans and 

CR, ot cn arenes. 12,550.00 
Cashin banks........ 155,219.30 
Accrued interest..... 52,783.63 
Due from insurance 

companies......... 227,351.99 
Premium notes (ad- 

I a os a5 is dca 126,284.18 
Real Estate......... 96,894.74 





Admitted Assets. .... $2,813,006 .69 





Fire and Tornado 


REINSURANCE 


Pro Rata or Excess 


Special facilities for 
handling term business 


INTER-OCEAN REINSURANCE COMPANY 
Cedar Rapids, Iowa 
Condition December 31, 1927 








LIABILITIES 


Unearned premiums. . $1,518,969 .60 
Fire & allied lines. 1,392,685.42 
Premium note (ad 


vance) .....+- 126,284.18 
Reserve for losses.... 162,149.67 
Reserve for taxes..... 44,731.01 
Funds held under 
WU eaten care 21,277.58 
All other liabilities... . 50,846.14 





$1,797,974. 00 
Capital $500,000.00 
Surplus 515,032.69 
Policyholders’ surplus. 1,015,032.69 





P| ES eee pas feer- $2,813,006. 69 

















ecoiaiiosetaien ES SE 


Organized 1859 


NATIONAL LIBERTY INSURANCE COMPANY OF AMERICA 


Home Office: 709 6th Avenue, New York City 











Sammary of Semi-Annual Statement, July 1, 1 928 
CHAE, Serie He 66 6 HAs oo He eR Tae sss eRe ee ae ae $2,000,000.00 
Premium Reserve .....-cccccccsccccccsscsccccors 9,826,847.02 
Reserve for all Other Liabilities ..........-+--+00+> 1,825,129.00 
~ Net Surplus .......... ccc ccecceecccerrerterecers 18,758,100.02 
Patel BaGGehe 66 cs ciicce cdedevenvedeee ve otes $32,410,076.04 


SURPLUS TO POLICYHOLDERS $20,758,100.02 





INSURANCE ISSUED 





Fire - Automobile 
Windstorm - Tornado 
Sprinkler Leakage 
Explosion 
Rent & Rental Values 
Use & Occupancy 
Tourist Baggage 
Property Damage by Aircraft 
Riot & Civil Commotion 
Inland Marine - Parcel Post 
Registered Mail 


Le acest 
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EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President 


CASUALTY REINSURANCE 


AND 


EXCESS INSURANCE EXCLUSIVELY 


HOME OFFICE: KANSAS CITY 


CHICAGO OFFICE 
166 West Jackson Blvd. 


NEW YORK OFFICE 


85 John Street 





























Security Mutual Casualty Co. 
Cash Assets $9,902,640 Cash Surplus $2,710,000 


Fundamentally Right Economically Operated Financially Sound 


The largest carrier in 
the United States of 


Treaty Reinsurance and Catastrophe 
Excess Insurance on Workmens Compen- 
sation and/or Employers Liability 
All Forms of Public Liability, including 
Automobile and other Casualty Lines 


Inquiries Invited 


HENRY W. IVES & CO. 


United States Underwriting Managers 
75 FULTON ST., N. Y. Telephone Beekman 6727 


FACULTATIVE FACILITIES ON ACCIDENT & HEALTH 
BURGLARY, FIDELITY & SURETY 




















THE 


AMERICAN GUARANTY Co. 
COLUMBUS, OHIO 


J. B. Coambs, President 





“AMGAR” 


“AMGAR” 
FULL LIABILITY 
COVERAGE AND 
AUTOMOBILE PLATE GLASS 
INSURANCE INSURANCE 


“AMGAR” MEANS SECURITY 
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Casualty, Surety and Miscellaneous 








VIRGINIA SURETY RATE 
HEARING 


Investigation Discontinued Until 
December 4 








SCHEDULE UP TO DECEMBER 31 
FILED 





R. H. Towner Describes Difficulty of Pre- 
mium Basis in Various States 


RicHMOND, VA., September 15.—After a 
brief investigation into rates, rating methods, 
classifications and regulations of surety insur- 
ance companies doing business in Virginia, the 
State Corporation Commission recently con- 
tinued the hearing until December 4. A new 
schedule of rates effective until December 31 
was filed and approved before the Commission. 

No increases are contained in the new sched- 
ule, which was filed in compliance with the 
law which placed all insurance affairs in Vir- 
ginia under the commission. The companies, 
by this law, must file their rates with the com- 
mission within ninety days of June 18, last, 
when the statute became operative. The sched- 
ule was made effective from September 7 until 
December 31. 

The Commission continued the investigation 
to allow time for its experts and the insurance 
companies to prepare certain data necessary in 
the proceedings. The Commission was requested 
by the companies to furnish them with some 
of chart or questionnaires as to the ihforma- 
tion it will need in deceding what are fair and 
just rates for writing guaranty, indemnity, 
fidelity and surety insurance. 

R. E. Cabell, of Richmond, represented the 
surety companies and declared that detailed 
information has been filled with the insurance 
department of New York, but that it has not 
been separated as to individual States. It was 
said it would be difficult to segregate this data 
and the speakers pointed out that at times sev- 
eral thousand employees of a single large cor- 
poration are bonded without name or address. 

Great difficulty will be experienced in arriv- 
ing at a basis of actual premiums and losses 
for the various States, R. H. Towner, of New 
York, in charge of the Towner Rating 
Bureau, representing fidelity and surety com- 
panies, told the Commission. 

Mr. Towner said in a report that “The Na- 
tional Bureau of Casualty and Surety Under- 
writers has prepared a casualty exhibit show- 
ing the earned premiums and underwriting re- 
sults for the calendar years, 1923 to 1927, in- 
clusive. 

“By this table it appears that fidelity and 
surety underwriting during the past five calen- 
dar years thas yielded the companies the fol- 
lowing net gains: For fidelity companies, 
earned premiums for five years, $143,881,987, 
which is a net underwriting gain of $3,994,613, 
or 2.8 per cent; while the surety report shows 


that earned premiums for five years amounted 
to $216,222,686, or a net underwriting gain of 
$8,327,627, or 3.9 per cent.” 

Owing to the lack of definite location in the 
figures, the greatest difficulty is experienced in 
arriving at a basis of actual premiums and 
losses for the various States, Mr. Towner de- 
clared. He cited the fact that large corpora- 
tions are taking out blanket insurance on their 
employees, without individual names or ad- 
dresses, as one reason why it will be difficult 
to segregate the gains and losses in the in- 
dividual States. 

The attitude of the companies was cited by 
representatives as being one of entire willing- 
ness to furnish such information as the com- 
mission required, but it was asked that since 
such a vast amount of labor and expense would 
be necessary to get the data, the commission 
should supply some chart or form of ques- 
tionnaire to guide the companies. It was 
brought out that without such a chart the com- 
panies would not use the same basis for their 
comparison, and that quite likely the commis- 
sion itself would be furnished with a great 
quantity of information which it could not use, 
or which would make an erroneous impres- 
sion. 

An investigation of fire and lightning insur- 
ance rates will be held before the commission 


on October 15. 


Citizens’ Jury Committee Selected 
(Concluded from page 3) 


idea of remedying evils in the jury system, 
made a plea for (1) the adoption by the Fed- 
eral courts of the idea of summary jurisdiction 
for judges in minor criminal cases; (2) adop- 
tion in the State courts of the plan of examin- 
ing jurors through judges; (3) uniform stand- 
ards for the examination and proof of excuses 
on the part of those seeking relief from jury 
duty; (4) the adoption of the “pooling” sys- 
tem of selecting jurors in the Federal courts; 
and (5) co-operation between courts and civic 
committees looking to reform of the jury sys- 
tem. 

Under a resolution submitted by Mr. Apple- 
ton, it was pointed out that the pooling of 
jurors. as described in THE Spectator last 
week, would expedite trials, save the time of 
courts, witnesses and litigants, eliminate ob- 
jections to jury service and improve the caliber 
of those serving. It was under the effect of 
this resolution that the citizens jury commit- 
tee of twelve was appointed. In addition to the 
organizations already noted, the following were 
represented at the meeting: New York Central 
Railroad, Lumber Men’s Association, Greater 
New York Taxpayers Association, National Re- 
tail Drygoods Association, Brooklyn Chamber 
of Commerce, Brooklyn Rotary Club, Carnegie 
Foundation and Merchants Association. 
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INSURANCE COUNSEL MEET 


E. A. Jones Re-elected President of 
International Association 








“JUDGE AMBIGUITY” FIGURES IN 
SESSIONS 





Statutory Denial of Defense of Suicide 
Discussed by S. T. Gilmore 


[By A STAFF CORRESPONDENT] 


Otp Potnt Comrort, Va., Sept. 13—The 
International Association of Insurance Counsel 
concluded its annual convention at the Cham- 
berlin-Vanderbilt hotel here today with the re- 
election of E. A. Jones, counsel of the Fidelity 
and Casualty, as president and the selection of 
the following officers: D. E. C. Moore, Los 
Angeles, vice-president; John A. Millener, Co- 
lumbus, secretary-treasurer. The executive 
committee, headed by W. M. Bullitt of Louis- 
ville, is composed of the chairman and Martin 
Cornelius, Chicago; W. C. Michaels, Kansas 
City; Eugene D. Perry, Des Moines, and 
George W. Yancey, Birmingham. 

Speakers on the program of the one-day meet- 
ing were: President Jones on “Judge Ambigu- 
ity’; Hon. W. M. Bullitt on “Accidental 
Means”; D. A. Murphy on “Warranties in 
Fidelity Insurance”; and Solon T. Gilmore on 
“Statutory Denial of the Defense of Suicide.” 

Insurance contracts should be construed in 
the ordinary, plain meaning in which the com- 
panies drew and intended them and should not 
be interpreted in obscure ways, declared Presi- 
dent Jones in pointing out that ambiguity had 
grow to such a state in the findings of courts 
that the term “judge ambiguity” was justified. 

Mr. Gilmore, who is counsel of the Business 
Men’s Assurance, said that Missouri, Colorado 
and Utah have statutes preventing insurance 
companies from advancing the defense of sui- 
cide. He added, however, that Colorado and 
Missorui decisions hold that only suicide of an 
insane person will permit recovery under an ac- 
cident contract. Such interpretations, rthe 
speaker argued, are tantamount to ruling that 
the insurance clause and not the law confers 
the policyholder’s rights. 

Colonel Joseph Button, Virginia insurance, 
commissioner delivered the address of welcome 
to about fifty delegates. 


T. Howard Ferris Will Be President of 
Citizens’ Casualty 

T. Howard Ferris, a director of the Utica 
Fire Insurance Company of Utica, will be the 
president of the Citizens Casualty Insurance 
Company, now being organized in that city. The 
new company will be housed with the Utica 
Fire, which has been in operation since 1903, 
and both companies will be under the manage- 
ment of Charles A. Walker. The Citizens Cas- 
ualty expects to begin business about October 
1, in Middle Atlantic and New England States. 
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THE EQUITABLE 
AND SURETY COMPANY 


HAROLD R. CRONIN, President 
HAROLD SPIELBERG, Vice-Pres. and Gen. Mgr. 


THE UNUSUAL PROGRESS 
OF THIS COMPANY IS, 
PERHAPS, THE BEST 
RECOMMENDATION 
THE CALIBRE OF THE SERV- 


ICE IT RENDERS. 


OF 





Court Square Building 
2 LAFAYETTE ST. 


CASUALTY 


NEW YORK CITY 




















Inter-State Business Men’s 
Accident Association 


Brown Hotel Bldg. 





Open Territory in 34 
States 


Up-to-Date Policy 
Forms 


Liberal Commissions 


Carry an Accident Line 
with the oldest Accident 
and Health Company of 
its kind in America. 











s-: Des Moines, Iowa 


Gentlemen: 


Please send me details 


of your proposition to 


agents. 
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Field Annuals 


lnsurance Directories 


for 


*Greater New York 

{New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
Exclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
oanies represented, etc. 


Many new features are included that will be found 
anly in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


LOUISVILLE, KY. 
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HARRY P. GALLAHER 
ELECTED PRESIDENT 


Heads International Claim 
Association 








THREE-DAY CONVENTION A GREAT 
SUCCESS 





E. L. Earl Is Chairman of Executive Com- 
mittee—F. Leroy Templeman Again 
Named Treasurer 
By W. EucEeNnE RoescH 


Otp Pornt Comrort, Va., September 14.— 
The convention of the International Claim As- 
sociation came to an end here yesterday with 
the election of Harry P. Gallaher, assistant su- 
perintendent of the bureau of investigations of 
the Mutual Life, New York, as president of the 
organization. Mr. Gallaher was advanced to 
the presidency from the chairmanship of the 
executive committee. Retiring President L. L. 
Graham, under whose splendid management the 
Association had a gain of forty new member 





Harry P. GALLAHER 


companies during the past year, was retained 
on the offic:al staff as secretary, the Association 
evidently being unwilling to forego his services. 
Mr. Graham received a handsome gift from the 
members for his devotion to the interests of the 
Association and the suggestion was made that 
he be selected as permanent secretary so that 
the Association would continue to have the 
benefit of his experience and counsel in the 
conduct df its affairs. This suggestion will 
probably be acted on at the next regular meet- 
ing. 

In addition to President Gallaher and Sec- 
retary Graham, W. A. Budlong, of the Com- 
mercial Travelers, became vice-president, and 
F. Leroy Templeman, of the Maryland Casu- 
alty, who has been treasurer of the Association 
since its inception, was re-elected treasurer. 
Bayard Holmes, of the Hooper-Holmes Bureau 
remains as librarian. 

The executive committee for the coming term 
is composed of E. L. Earl, Sun Life of Can- 


ada, as chairman and the following members: 
L. E. Brown, Continental Casualty; H. J. 
Demeree, Preferred Accident; W. A. Dennis, 
Prudential; and T. B. Cookerly, Iowa State 
Traveling Men’s. Henry McCurry, of Detroit, 
was made an honorary member of the Asso- 
ciation. 

The events of the first two days of the meet- 
ing were fully described in THE Specrator last 
week and the only set address on Wednesday 
was that of Charles Rathbun on “Carbon Mon- 
oxide Poisoning.” At the special request of 
the Association, newspapers are refraining from 
discussion of this paper. 

The election of President Gallaher, a man 
who has had many years experience in the 
handling of disability and death claims for the 
Mutual Life, will undoubtedly do away with 
any feeling of friction between casualty and 
life insurance interests in the organization and 
is a graceful tribute on the part of the mem- 
bership to the growing number of life insurance 
company men in the Association. Of the forty 
new member companies gained during the past 
year, only one was a casualty company, though 
the majority of the members are casualty car- 
riers. 

In February next, President Gallaher will 
have completed thirty years of service with the 
Mutual Life. He joined the company in Febru- 
ary, 1899, and in May of 1900 was made clerk 
for General Manager and later Vice-President 
Dr. Walter, R. Gillette, becoming that of- 
ficial’s private secretary and remaining with 
him until he left the company. In 1906 Mr. 
Gallaher went with the inspection department 
of the Mutual Life and became its chief clerk 
in 1910. He was promoted to assistant super- 
intendent of the bureau of investigations in 
1921. 

President Gallaher has been active in the 
International Claim Association for many years 
and has served on the membership, credentials 
and executive committees. He was its vice- 
president in 1926 and the chairman of its ex- 
ecutive committee last year. 

Mr. Gallaher’s war record began with his 
enlistment in the Veteran Corps, Artillery, in 
June of 1917. Subsequently he transferred to 
the Ninth Coast Artillery and, on November 19, 
1918, was made captain and regimental ad- 
jutant. He served during the war with the 
First Provisional Regiment of the New York 
Guard and was placed on the reserve list of 
that body in May, 1920. He lives at 440 West 
End avenue, New York city, and is a member 
of St. Agnes Church, Trinity Chapel; Colum- 
bia Yacht Club; V.C.A. Post 1, Provisional 
Regiment; and Masonic organizations. Mr. 
Gallaher is married and has two daughters. 


Reliance Casualty Licensed in Connecticut 

The Reliance Casualty Insurance Company 
of Newark has been licensed by Insurance Com- 
missioner Howard P. Dunham of Connecticut 
to do business in that State. It will write 
general casualty lines in Connecticut, including 
fidelity and surety bonds. The company was 
incorporated May 27, 1926. On May 31, 1928, 
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HONOR LOUIS L. GRAHAM 


Claim Men Retain Executive Services 
of Retiring President 








MEMBERS CHOOSE HIM AS 
SECRETARY 





Suggestion Made That Official Portfolio 
Be His Permanently 


Louis L. Graham, chief adjuster to the Busi- 
ness Men’s Assurance Company, Kansas City, 
was made secretary of the International Claim 
Association at its meeting in Old Point Com- 
fort, Va., last week. This action reversed the 
usual procedure in the case of retiring-presi- 
dents of the organization and clearly showed the 
esteem in which Mr. Graham is held by the 
membership. 

Mr. Graham was president of the Association 
during the term just closed and his administra- 
tion was one of the most successful in the his- 
tory of the group. He has served on several 
committees of the Association and his promo- 





GRAHAM 


Louis L. 


tion to the presidency last year was a de- 
served recognition of his efforts. He has long 
been identified with reforms in the handling of 
accident and health claims and has constantly 
supported any moves which tended to establish 
better contact between the insuring public and 
the companies’ agents and adjusters. 

So unwilling was the Association to sur- 
render the benefit of his services that he was 
made secretary at the conclusion of his term 
as president and it was suggested that the of- 
fice of secretary be made permanent with him 
as holder of the portfolio. 


F. Highlands Burns Sails for England 

President F. Highlands Burns, of the Mary- 
land Casualty Company, Baltimore, sailed last 
week from New York on the Majestic for a 
visit in England. He will be gone a month, re- 
turning home about the middle of October on 
the steamer Minnetonka. 
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Snternational Re-Insurance Corporation 


CARL M. HANSEN, Presiventr 


CASUALTY AND SURETY 
TREATY REINSURANCES 





SHARE AND EXCESS 





Yuternational Be-Pnsurance Corporation 


Home Offices Eastern Offices 


Pacific Finance Bldg. 80 John St. 
Los Angeles, California New York 


— 











| 


























42 

















September 20, 1928 


THE SPECTATOR 


Casualty, Surety, Etc. 








PROBLEMS IN COMPENSA= 
TION INSURANCE 


Clarence W. Hobbs Discusses The 
State’s Attitude 








SUGGESTS RESTRICTIONS ON SELF- 
INSURANCE PERMITS 





Noted Authority Addresses Canadian Su- 
perintendents’ Convention at Regina 


The free granting of permits to employers to 
carry their own workmen’s compensation insur- 
ance can lead to widespread suffering in the 
opinion of Clarence W. Hobbs, special repre- 
sentative of the National Convention of Insur- 
ance Commissioners on the National Council 
on Compensation Insurance. Mr. Hobbs ex- 
pressed this view during the course of an ad- 
dress on “The State and Compensation Insur- 
ance” made before the annual meeting of Cana- 
dian Insurance Superintendents at Regina, Can- 
ada, yesterday. Permits to employers to carry 
their own insurance should have restrictions, 
suggested by the speaker as follows: 


Permits should be issued only to solvent em- 
ployers. Indeed, the qualification should go 
somewhat further than this. It should call for 
the maintenance of sound financial condition 
over a period of years sufficient to furnish an 
assurance that this condition will continue for 
some years to come. That a firm shows on its 
books a surplus of asset over liabilities is hardly 
sufficient. The official should assure himself 
that the surplus is genuine, that it furnishes a 
safe margin over the liabiliites, and that it is 
reasonably permanent and not a_ temporary 
phenomenon. 

Permits should not be granted to small em- 
ployers or to employers whose business involves 
a substantial catastrophe hazard, unless they 
furnish an adequate protection in the nature 
of insurace against large casual losses which 
might imperil solvency. 

Permits should be granted only after an in- 
spection of the risk. The official should assure 
himself that the risk has taken proper measures 


of accident prevention, for rendering first aid, 
for the rendering of medical benefits, and has 
provided adequate machinery for prompt in- 
vestigation and settlement of claims and for 
keeping the history of losses. Otherwise self- 
insurance might readily become merely a means 
of saving money at the employee’s expense. 

Permits should be granted only for limited 
periods, and renewed only after a careful re- 
canvass of the above points. Periodical esti- 
mation should be made of the amount of out- 
standing losses, and if this becomes unduly 
great, some security in the form of deposit or 
bond should be required. 

Above all, officials should be held to account 
for their granting of permits. Every case 
where an employee fails to receive the benefits 
to which he is entitled should be reported, and 
investigation made to fix the responsibility for 
the failure. Reckless granting of permits 
should be punished as a serious offense. 

Partial self-insurance by employers was out- 
lined by Mr. Hobbs who contended that if a 
State does not compel employers to insure, 
the fact that occasionally they cannot obtain 
insurance is not necessarily a matter for State 
concern. Compulsory compensation insurance 
is a consequential step which has reason be- 
hind it, said Mr. Hobbs, but its danger lies 
in extensions. The speaker issued what was 
practically a warning when, in regard to com- 
pulsory insurance, he said: “It is to be hoped 
that the discretion of legislatures will move 
cautiously in this direction.” 


C. M. Howell, Reciprocals’ Leader, Is 
Chairman of Missouri Democratic 
Committee 


St. Louis, Mo., September 17.—Charles M. 
Howell, lawyer and head of the reciprocal in- 
surance interests of Kansas City was elected 
chairman of Missouri State Democratic com- 
mittee by acclamation. He has been an active 
supporter of Senator Reed for many years. 
Stock fire insurance interests did not oppose 
his election. 
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NO USE PRAYING 


Divine aid is out of the question for increasing 
your business. The agent’s best bet is a home office 
that understands and co-operates all the time. 
service ‘‘as reliable as the Hudson”’ get in touch with 





M. A. KREPS—General Manager 


For 
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JOHN A. DIEMAND WINS 
PROMOTION 





Goes to Chicago to Take Part in Man- 
agement of Zurich General 





MOVE EFFECTIVE ABOUT OCTOBER 1 





Executive Change Hailed as Forward Step 
in Company’s Operations—Is Well- 
Liked Official 


The news, last week, that John A. Diemand, 
in charge of the New York office of the Zurich 
General Accident and Liability Insurance Cor- 
poration, will be promoted to the United States 
office in Chicago to become active in the man- 
agement of the company in this country was 
greeted throughout the New York insurance 
district as a forward step on the part of the 
organization and the well-earned reward of an 
executive who has won a host of friends and 
has built up a splendid volume of business for 
his company. Mr. Diemand’s move becomes 
effective about October 1. 


Mr. Diemand, assistant United States man- 
ager of the Zurich, is one of the best-liked of- 
ficials in the metropolitan New York area. He 
joined the Zurich in 1913 as manager of the 
claim department in Chicago and was trans- 
ferred to New York early in 1916 as general 
superintendent. When the present incumbent 
took the place of H. W. Letton as United 
States manager of the Zurich, Mr. Diemand be- 
came assistant United States manager, with 
headquarters in New York. 

With Mr. Diemand’s present transfer to Chi- 
cago, several agencies now reporting to the 
New York branch will report to Chicago direct. 
The New York office will be supervised by 
John S. Love, with R. E. Talbert, general 
counsel, at the head of the claim department. 
Production of business in New York will be 
under the direction of Minner & Yoost, me- 
tropolitan managers. 


Six Companies Quit Auto Liability Busi- 
ness in Massachusetts 

Boston, Mass., Sept. 17—The withdrawal 
of the New York Indemnity from the com- 
pulsory automobile liability field has left sixty- 
eight operating there, with several on the verge, 
rumor has it, and some others which will reach 
a conclusion or be forced to after the year's 
business is closed. Since the law went into 
operation January 1, 1927, six companies from 
other States have suspended writing this class 
of business, including one which went into re- 
ceivers’ hands, and two Massachusetts corpora- 
tions which formed under the Compulsory Act 
and suffered a like fate. In addition to the 
New York Indemnity the outside State compa- 
nies are the Employers Indemnity of Kansas 
City, Mo., the Exchange Mutual Indemnity of 
Buffalo, the Norwich Union Indemnity, the Sua 
Indemnity, both of New York, the Manufac- 
turers Liability of Jersey City, the Independent 
Taxicab Owners Mutual, and the Motors Mu- 
tual, both of Boston. 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 
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Essentially 
an Agency Company 


HE UNITED STATES FIDELITY and 
GUARANTY COMPANY, essentially an 
agency company, leads the field in volume of 
premiums written. For the first six months 
of this year gross premiums were at the rate 
of $48,000,000 annually. 
Over 8,000 agents are profiting by this 
steadily increasing business. You, too, can 
profit by it. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: BALTIMORE, MARYLAND 





FIDELITY SURETY CASUALTY BURGLARY 

















(CINK UP()wims THe (LINCOLN) 









How does The Lincoln Na- 
tional Life Insurance Com- 
pany help its agents to in- 
\\ crease the average size of 
=--, their policies? 


Answer: The successful methods that enabled 
soother Lincoln Life men to write larger 
policies, plus the thorough training given 
them, plus the stimulating leadership and 
painstaking service make a total equip- 
ment that can hardly help but enable am- 
bitious agents to grow in their work and 
to increase their volume. It has proven 
so. Ask us about it. 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 








Insurance in force more than $550,000,000 








A POLICY YOU CAN SELL! 


Our Company offers complete protection 


$5,000 
ALL IN ONE POLICY 
er I a oo sooo cc enrisevineeses $ 5,000 
Any accidental death................00.0- 10,000 
Certain accidental deaths................ 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks. 
$25 per WEEK thereafter 
(non-cancellable) 
Disability Income, Waiver of 

Premiums, etc. 
Also $5,000 “Preferred Risk” Policy—high value— 
low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 
—Monthly Income—Non-medical. 
Insures and assures your client’s future and yours. 
Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 
Write him direct—and directly. 


UNITED LIFE 
AND ACCIDENT INSURANCE CO. 
INQUIRE! 


Concord, 
New Hampshire 
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NAMES OF COMPANIES, LOCATIONS OF HOME OFFICES, 
AND STATES IN WHICH INCORPORATED 


The Aetna Csualty and Surety Co., Hartford................ 0000 eees 
Cptiiey Tamemraiey CO, TAGGTOOEl os ce cies ccrrctveccacceccasces 
Hartford Accident and Indemnity Co., Hartford..................... 


Comtinesital Casialte Co, Ciscans. BL... 55 cco boca vis 0s vise ve sws'e neue 
Inland Bonding Co., South Bend 





Maeticons Bonding Co. of Raltiniote. .. ...0 266 es ok cee i ee aeens cesses ens 
Fidelity and Deposit Co. of Maryland, Baltimore...................5. 


American Employers Insurance Co., Boston.................0000e0 ee 
Massachusetts Bonding and Irisurance Co., Bostor............. 


Central West Casualty Co., Dette. . x. oc decisive ices ectccessecewswne 
Detront Fidelity and Surety Co., Detroit... 2... ccc ae cssececes 





Great American Indemnity Company, New York..................00- 
The Greater City Surety & Indemnity Corp., New York............... 
Cenerieate © ONE Coe TN 8 oe obo ow daca wares sc cae oscndeaceeas 
London & Lancashire Indemnity Co. of America, New York............ 


Southern Surety Co. of New York, Des Moines, Iowa................. 
Royal Indemnity Co., New York 
SoPtdE WINRAR C4 PEON ON Ge 6 oo 5-53 5.6 dui cru cad sig Odieiw oereletic ese con 
United States Casualty Company, New York.................0000000- 
United States Guarantee Co., New York... ..........ccccccccccccuccce 


The Ohio Casualty Insurance Co., Hamlton..............0.eceeeeceees 


yAmerican Reinsurance Co., New York, N. Y..... 
Constitution Indemnity Co. of Philadelphia. ...................... Ae 
Buea Castialte Ca, Paes goose os coc ani nsideisierets vecbe vwelda 
Indemnity Insurance Co. of North America, Philadelphia.............. 
Independence Indemnity Co., Philadelphia...... 
National Unioa Indemnity Co., Pittsburgh..................cc eee eees 
Pennsylvania Surety Corporation, Pittsburgh......................--- 


‘Western Surety Co:; Sioux Falls... oo 35 ccd ccc ccc ska iaews 
American Tademuuty Co:, Galvemtne.. - 6.6.6 5 o-6 oi oeiceaciedee's ocadienes nee 


Northwestern Casualty and Surety Co., New Orleans, La.............. 


FoREIGN COMPANIES AUTHORIZED TO DO A REINSURANCE BUSINESS ONLY 


WeMCNOE A BAMIROS 1 oo ooo eh cs wee Gee a wk A aS ey ee Ree 
"Re WOEODORT RSOMEERE. oi oo ee stinie sg wae.s oe as 
The Guarantee Company of Nortn America..... 
Eanes: CUseattee Ate ROCHE. ccs bie kiwsscs cece essere sevetenctes 
Eee Oceans AGvicent GEO GUGIRIICC 2. coi ck cc cnc cee t eee cenneseaes 


a District in which process agent has been appointed. : 
Where principal resides; where obligation is to be performed; and where bond is returnable or filed. 
authority expire April 30tn, and renewable May lst annually. 


as Sureties on Federal Bonds, as of September 1 


On basis of financial statement 
as of June 30, 1928 


Surplus and 


Capital stock 
undivided 


profits 
California 
International Re-Insurance Corp., Los Angeles...............000.0005 $1,000,000 .00 $1,500,000 .00 
National Automobile Insurance Co., Los Angeles..................0005: 250,000 .00 247,739 .68 
Oécidental Indemnity Co., San Francisco. ............. ccc ccc cc cc eee’ 500,000 .00 533,352 .74 
Pacers Tieenrsaty C6. TO Gea os a 6. ose 068 5 0's 65 vs o'e'e'e vieiesivis eed ame 1,500,000.00 1,498,425.63 
Connecticut 


3,000,000 .00 
1,000,000 .00 
1,000,000 .00 


9,756,163 .06 
790,706 .35 

7,385,175 .04 

Indiana 

3,500,000 .00 


3,000,000 .00 
109,938 .53 


250,000 . 00 


lowa 
Denekel Suvety Ce. SPivenGORe Fk cee cucu tee ces cdcngexdeetewees 725,000 .00 188,916.88 
amucnetis Surety Co; Pies WAGiMee oo. is evs cccecccesteeveucswnce 1,200,000 .00 632,091.71 
Louisiana 
Union Tgtemnity Co., New: Orleaaits oc. cckc isciccccssucteccbsedcawe 2,500,000.00 1,485,392.59 
Maryland 


1,000,000 .00 
5,000,000 .00 


587,804 .84 
6,969,668 .26 


Par y iat Castialee Oo: , Pat. 5 oie neice a5 coe tit 0s ove vnewecees 5,000,000.00 6,012,209.14 
United States Fidelity and Guaranty Co., Baltimore.................. 7,500,000 .00 13,133,760 .23 
Massachusetts 


1,000,000 . 00 
4,000,000 .00 


519,146.14 
sinkdeits 5,177,482 .61 
Michigan 
i 1,000,000 .00 514,000 .94 
2,000,000 .00 899,702 .52 


Genteral Casualty and Surety Co., Detroit.......... cc cc ccccccccncecs 350,000 .00 91,858 .94 
TUMtaG@tiah COU BIET OO, TICUION oo cie ssid ic cine ccc tesecedcaseusecdwsvacs 750,000 .00 750,000 .00 
Standard Accident Insurance Co., Detroit... 2.2.0 ccc ceccececvcee 2,500,000.00 2,269,937 .92 
Missouri 
Central Surety & Insurance Corporation, Kansas City................. 600,000 .00 523,108 .64 
Employers Indemnity Corporation, Kansas City..................005- 700,000 .00 620,126.15 
New Jersey 
Commercial Casualty Insurance Co., Newark...............000 ee eeeee 2,500,000.00 2,500,000.00 
tExcess Insurance Co. of America, New York, N. Y...............005- 600,000 .00 855,484 . 36 
International Fidelity Insurance Co., Jersey City.................000- 300,000.00 1,458,318 .00 
Liberty Surety Bond Insurance Co., Trenton.............ccccececcces 710,000 .00 190,728 .40 
New Jersey Fidelity & Plate Glass Insurance Co., Newark............. 800,000.00 1,540,036 .33 
Reliance Casualty Insurance Co., Newark............cccccccccccccees 600,000 .00 560,980 .38 
New York 
Atietican Surety: Co: OF New WO os dc ocdiois ec ects ceccdcbesscccves 5,000,000 . 5,432,477 .75 
Capital City Surety Company, New Yotk............ccccccccscccscccees 250,000. 134,032 .96 
Colinaias: Castiaiey ©.05, OW VON es 6 occ ce kace ks ccccesesrencsvencwas 1,000,000 1,290,137 .15 
The Fidelity and Casualty Co. of New York... ............02eceeeees 4,000,000 8,399,513 .39 
TEGO SCONE CO TUN I oo conc ces etiesetscdescsateebevieee 750,000 578,069 .80 
Equitable Casualty and Surety Co. of New York..................005. 1,000,000 716,488 .19 
Peankiin Surety Commaiy, NOW VOtR «<6 kos nc cc ccc eccltcedeslieosevbac. 250,000 155,814.79 
+General Reinsurance Corporation, New York................0.00000- 1,500,000 1,152,036 .81 
Glens Valls Gemenmrey ©o., Giree PONG. 60 ak ccc cce sete scccdsececs 750,000 400,000 .00 
Globe Indemmrty Co,, WMewartt, 00 Fiasco en cc ck cc vice evccsccciacecs 2,500,000 5,000,000 .00 


2,362,917 .55 
125,000 .00 
700,000 .00 
941,559 .05 


E 
sesssesseseessessees 


Metropolitan Casualty Insurance Co. of New York.................... 3, 2,324,990 .40 
Ntlosial Osetr CO. . TUCO ONE eos ore n cd cece eee wenccveenssvecesens 15,000,000 11,812,742 .74 
New Amsterdam Casualty Co., Baltimore, Md...................0-55 3,000,000 7,060,000 .00 
Wew: York Castiaite Co... PIRW WORE. oc cece vewtcccccentecscevees 1,500,000 2,746,989 .70 
Wew Vouk Indemnity Co. New York... 6. ccc ic ccccecicsccvcccenscecies 1,000,000 342,624 .44 
WNottheastern Surety Co, NOW Yorke... 66 vsckccccicccccccccsecccseseecs 550,000 111,782 .7¢ 
+The Preferred Accident Insurance Co. of New York.................. 3,500,000.00 2,410,934 .00 
SeanGase wesete CO. OF NON BOER. 6.5 «5555 sis cect sce. cacbe ev nseciveeses 1,000,000 .00 995,715.85 


1,400,000 .00 
4,500,000 .00 

300,635.98 
2,000,218 .48 
2,067,103 .11 


2,500,000 .00 
1,000,000 .00 

700,000 .00 
1,500,000 .00 
1,900,000 .00 


Ohio 


250,000 .00 373,894 .02 


Pennsylvania 
750,000 .00 
1,000,000 .00 
500,000 .00 
1,000,000 .00 
1,500,000 .00 
1,000,000 .00 
500,000 .6O 


1,356,969 .52 
1,002,136 .43 
1,000,000 .00 
4,001,580 .80 

684,622.77 

280,629.79 
1,023,827 .10 


South Dakota 
oe pales 286,900 .00 92,036 .52 
Texas 
600,000 . GO 530,371 .61 
Wisconsin 
750,000 .00 500,000 . 00 
Qualifying 
ower 
$670,046 .00 
155,000 .00 
137,138.31 
368,440 . 57 
617,945.14 


Net Assets 


$6,700,460 .06 
1,550,000 .00 
1,371,383 .07 
3,684,405 .65 
6,179,451 .41 


Ratings of delinquent companies will be omitted. 


i Denotes State wherein company is incorporated. No process agent required. 
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United States Treasury Department List of Companies Acceptable 


Lirit on any 
one bond 10 
per cent of 
capital and 
surplus 


250,000.00 

49,773.97 
103,335.27 
299,842 .56 


1,275,616 .31 
179,070.64 
838,517 .50 


650,000 .00 
35,993 .85 


91,391.69 
183,209.17 


398,539 .26 


158,780.48 
1,196,966 .83 
1,101,220.91 
2,063,376 .02 


151,914.61 
917,748 . 26 


151,400 .00 
289,970.25 

44,185.89 
150,000 .00 
476,993 .79 


112,310.86 
132,012 .62 


500,000 .00 
145,550 .44 
175,831 .80 

90,072 .84 
234,003 .63 
116,098 .04 


1,043,247 .78 
38 


390,000 .00 
550,000.00 
100,063 . 6( 
350,021.85 
306,710.31 


62,389 .40 


210,696 .95 
200,213 .63 
150,000 .00 
500,158.08 
218,462 28 
128,062 98 
152,382.71 


37,893 .65 
113,037 .16 
125,000.00 

District of 


Columbia 


a 
a 


a 
a 


This list will be published semi-annually, following tne audit of the financial reports submitte1 tothe Department as 
of June 30 and™December 31 of each year. 
fixed herein must be reported for quarter in which they are executed. 
date of the execution of the risk will govern absolutely. This limit applies until a new rating is published by the Treasury 
i 1 Denotes State in which 
Process agents are required in the following districts: 
* Allcertificates of 
+ Domestic companies authorized to do a reinsurance 


Risks in excess of limit 
In protecting sucn excess, the rating in force on te 


H. G. Greene Is Albany Manager for 
Maryland Casualty 

Prsident F. Highland Burns, of the Mary- 
land Casualty Company, Baltimore, has an- 
nounced the appointment of Harold G. Greene 
as acting resident manager for the Albany, 
N. Y., territory, formerly handled by P. J. 
Burke & Sons, Inc., resigned. Mr. Greene’s 
office will be at 307 Standard Building. 


H. C. Williams Handles Ohio for Massa= 
chusetts Bonding 

Howard C. Williams of Cleveland has been 

appointed manager of the Massachusetts Bond- 

ing and Insurance Company, Boston, for Ohio, 

according to an announcement by President T. 


J. Falvey. 











Agents Call It 
Their Company 











No 
Extravagant 
Claims 




















In this day of keen 
competition, it is not 
surprising to find 
folks resorting to the 
use of superlatives. 
Not to use them is 
rather the exception. 
Yet, if everyone 
renders superlative 
service there can be 
no best. 

So far as we are 
concerned, we are 
content to have it 
said of us that here 
is an ably managed 
company; familiar 
with, and consider- 
ate of the agent’s 
viewpoint; a com- 
pany that knows its 
business. 

All of which is 
proved by perform- 
ance. 








Great American 


Indemnity Company 


New Pork 


HOME OFFICE 
ONE LIBERTY STREET 
NEW YORK CITY 
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Brooklyn National Life 
Insurance Company 








ATTRACTIVE GENERAL 
AGENCY CONTRACTS 
FOR . 
NEW YORK AND NEW JERSEY 








INQUIRIES INVITED 
ABOUT OUR 
NEW MODIFIED LIFE POLICY 








Frederick W. Ladue, Supt. of Agencies 
26 COURT ST. BROOKLYN, N. Y. 














EVERY YEAR A RECORD YEAR 











Year Income Assets _ Paid Policyholders Since ) Organization 
1809 $9,248.00 $5,683.00 $722.46 

1913 $234,570.00 $55,825.00 $320,985.43 
1817 758,923.85 $365,736.81 $1,307,881.83 
1921 $2,374,671.38 $1,499,846.33 $4,234,599.59 
1928 $2,891,,874.11 $1,722,207.46 $5,763,009.64 
1923 = $3,337,492.14 $2,119,695.57 $7,385,699.08 
1924 §©=—. $3, 855,894.05 $2,502,432.78 $9,000,482.67 


1925 $4,149,212.10 $3,233,262.12 $10,787,655.97 
1928 $4,561,500.50 $3,937,616.33 $12,747,722.65 
127 $5,218,078.52 $4,703,180.02 $15,074,208.65 


BUSINESS MEN’S 
ASSURANCE COMPANY 


W. T. Grant, President Kansas City, Mo. 

















SOUTHERN LIFE AND HEALTH INS. CO. 


P. O. BOX 884 


“‘Oldest and Best’* 


Has openings for good debit men and business 
producers. 
BIRMINGHAM, ALA. 























ARE YOU IN A BLIND ALLEY 
9 











Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-Presidenter 
I. M. SHEFFIELD, Seetary 

















Can you see a way to better 
? things in your present job? Will 

it land you where you want to be 
af in ten years from now? 











A MAN CAN GO DEAD ON 
ANY LEVEL 


If you have thought about your 
job, and believe it is a blind alley, 


YOU 


i that are 


Underwriting Methods 


Sound — Liberal — Modern 


THE NEW ENGLAND MUTUAL LIFE 








why not talk over working for 
this company. 
The necessary requisites are 





INSURANCE CO. 


87 Milk Street, Boston 














character and a desire to get 
ahead. 


? WE WILL HELP YOU ON 
© YOUR WAY 


Write us, and in your letter, 
YOU tell us all about yourself. 


MERCHANTS LIFE INSURANCE CO. 


WILLIAM A. WATTS, President 
W. E. BILHEIMER, Vice-Pres. and Manager of Agencies 


HOME OFFICE: DES MOINES, IOWA 























INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 
Address H. A. LUTHER, 2d Vice-Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
208 S. LaSalle St. Chicago, IIl. 
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J. R. YOUNG KILLED IN 
AUTO WRECK 


Accident in South Dakota Hills Has 
Fatal Result 








HIS WIFE, IN CAR, ESCAPES INJURY 





President of Guardian Casualty Was Noted 
Insurance Executive—Headed Many 
Activities 

John R. Young, president of the Guardian 
Casualty Company of Buffalo, N. Y., was 
killed last week in an automobile wreck resulting 
when the car in which he and Mrs. Young were 
riding was forced off the road near Doland in 
the South Dakota hills. Mrs. Young escaped 
injury. 

Mr. Young, one of Buffalo’s most prominent 
citizens, left his home in August, accompanied 
by Mrs. Young, for a trip West which he was 
in the habit of making late each summer for 
the relief of hay fever to which he was sub- 
ject. Mr. and Mrs. Young drove to Colorado 
Springs where they spent several days. They 
left that resort by train and visited Los Ange- 
les and other Caliornia cities, returning to 
Colorado Springs. They were en route to the 
East when the fatal accident occurred. O. B. 
Augspurger, vice-president of the Guardian Cas- 
ualty, was notified of the event by long-distance 
telephone from Mrs. Young and he and his 
wife proceeded to Chicago at once to meet the 
widow who was bringing the body back. 

President Young was only forty-seven years 
old and in the twelve years of his residence in 
Buffalo had won a host of friends. He was 
recognized as an insurance man of great ability 
and his organiaztion of, and plans for, the 
Guardian Casualty less than a year ago at- 
tracted widespread favorable attention. He is 
survived by his widow, a son, Kirk, and two 
daughters, Evelyn and Maxine. 

Mr. Young was born in Yokum, Texas, in 
1881 and started in the insurance business in 
that State. Later he moved to Kansas City 
and then to New York. In 1916 he went to 
Buffalo and formed the Merchants Mutual Cas- 
ualty Company, of which he was president. In 
addition, he was president of the Metropolitan 
Commercial Corporation, Automobile Finance 
Company of Buffalo and the Metropolitan Se- 
curities Corporation of Cleveland. He was a 
Mason and a member of the Buffalo Club, Buf- 
falo Athletic Club and Wanakah Country Club. 


CAMPAIGN FOR BURGLARY LINES 
Etna Casualty to Launch Drive in October 

The Etna Casualty and Surety Company, 
Hartford, notified its agents that it will con- 
duct during October a nation-wide campaign 
for the acquisition of burglary insurance. This 
will be the first drive for this class of business 








“The Insurance Man’s Restaurant” 


46 GOLD STREET 


Between Fulton and John Streets 
New York City Phone Beekman 9991 




















ever conducted by the company, and comes at a 
time when the organization observes the 20th 
anniversary of its burglary department. 

In his letter to agents announcing the cam- 
paign, Vice-President William L. Mooney points 
out that the total annual losses from burglary, 
robbery and theft in this country are estimated 
to be more than half the total fire losses, or in 
other words, more than $250,000,000 a year. 
The total losses paid by all stock companies 
under burglary insurance policies in 1927, on the 
other hand, amounted to only $12,500,000. 


CHARLES H. VERSCHOYLE APPOINTED 
Heads National Surety Branch at Dallas 

The appointment of Charles H. Verschoyle 
to act as its manager in the new Dallas branch 
office has been announced by the National Sur- 
ety Company. 

Mr. Verschoyle first entered the surety busi- 
ness in association with Messrs. Fraser & Arm- 
strong, general agents of the National back in 
1904. Mr. Fraser of that firm is now the presi- 
dent of the Woodmen of the World in Omaha. 

Since 1908 Mr. Verschoyle has succeeded 
in building up a very substantial volume of busi- 
ness for the National in Dallas, but on account 
of the keen competition incident to developing 
fidelity, surety, plate glass and burglary lines, 
he has realized that in order to properly serve 
the agents, brokers and general public of North 
Texas, it would be better to have the full home 
office facilities of the National Surety Company, 
and to that end the branch office has been or- 
ganized. 


SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 

















Statement as of 
December 31, 1927 


(Condensed from Statement of 
U. S. Treas. Dept.) 





Admitted Assets....... $8,857,801 
GE 65a. nbs eemecads 1,200,000 
INS on 560 eb aanes 1,409,037 


Fifteen Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 


We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 

Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 

Credit Insurance 














Let the Southern Serve You 
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J. J. SHEPARD HEADS IOWA AGENTS 
Resolution on Decreased Contract Bond 
Commissions Vetoed 
The Iowa Local Agents Association, at its 
convention held last week at Cedar Falls, Ia., 
voted down a resolution recommending that the 
premium rates and commissions on contract 
bond underwriting in Iowa be decreased, and 
that Iowa local agents should let their con- 
sciences be their guide in the matter of re- 
bating to meet competition until such a time as 
a conference between State association repre- 
sentatives and the members of the Surety As- 

sociation can be arranged. 

The agents will await the proposed conference 
and its outcome, continuing to meet contract 
bond competition as best they can. J. J. Shep- 
ard, of Cedar Rapids, was elected president, 
succeeding J. H. Vaughan, of Waterloo; S. T. 
Morrison, of Iowa City, was elected vice-presi- 
dent, and John Petty, of Des Moines, secretary 
and treasurer. The executive committee was 
elected as follows: Fred Colvin, Sioux City, 
chairman; Clyde Kissig, Albia; Tom Kelly, 
Fort Dodge, and George Scott, Davenport. 
Next year’s convention will probably be held 
at Fort Dodge. 


ROGER H. HOVEY BECOMES MANAGER 
Will Handle Boston Surety Department of 
Metropolitan Casualty 
Announcement has just been made by J. 
Scofield Rowe, president of the Metropolitan 
Casualty Insurance Company of New York, of 
the appointment of Roger H. Hovey as man- 
ager of the Boston branch fidelity and surety 

department. 

Mr. Hovey, a native of New England, re- 

ceived his early training with the American 
Surety Company as its manager at Hartford, 
Conn., and Providence, R. I. 
' After twelve years with the American, he 
joined the Fidelity and Deposit Company, being 
associated with it for five years in Boston, 
Mass., and Louisville, Ky. 

In 1925, he became manager of the New 
England department of the Employers’ Liability 
Assurance Corporation with station at Boston, 
Mass. He recently resigned to join the Met- 
ropolitan. 




















ARE YOU MAKING PROGRESS? 


If not would you like to know why 
NATIONAL CASUALTY Salesmen forge 
— continually? A post card inquiry will 
0. 

We have a complete line of Commercial, 
{ndustrial, Group and Deferred Payment Ac- 
cident and Health policies. A connection with 
this company may be the turning point in 
your life. 


NATIONAL CASUALTY CO. 
Detroit, Mich. 
W. G. CURTIS, Pres. 
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{INSURANCE STOCK QUOTATIONS 
All Bids and Quotations Subject to Con- 
firmation 
The following quotations, as of September 17, 
1928, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 

SPECTATOR will endeavor to supply the data: 


Bid Offered 


American Alliance 


Arthur Atkins & Co., N. V.......... 550 590 
American Insurance Co. of Newark 

Arthur Atkins & Co., N. ¥Y.......... 29 30 

Miliken & Pell, Newark, N. J........ 28 29 

J. S. Rippel & Co., Newark......... 2814 29 

L. A. Hollander & Co., Newark...... 28 29 
American Ins. of Newark (rights) 

Miliken & Pell, Newark.......... eco 2% 314 { 

J. S. Rippel & Co., Newark......... 3 3} 

L. A. Hollander & Co., Newark...... 3 314 
American Reserve Ins. 

J. Roy Prosser & Co., N. Me wives aire 92 95 
Bankers & Ship og 

McKinley & oma ML Ais to ots We sbipib-e'e 550 600 

Arthur Atkins & Co: ie Sea 550 590 
Bankers Indemnity (Newark) 

Miliken & Pell, Newark, N.J....... 2314 2414 

J. S. Rippel & Co., Newark......... 23% 2414 

L. A. Hollander & Co., Newark...... 23% 2414 
Baltimore- American 

J. Roy Prosser & Co., N. VY... ..6000 89 91 

Henry G. Rolston & “7 oe aera 90 92 
Camden Fire 

Arthur Atkins & Co., N. Y......... 31 33 

McKinley & Co., N! Y. ARERR 3114 3214 

Morley, Wood & Co., PRG. ccc ca se 31% 32 

L. A. Hollander & Co. sp NOWOLK... 0005 3114 32 
Carolina Insurance 

J. Roy Prosser & Co., N. VY... ...00 66 68 

Arthur Atkins & Co., N. Y.......... 66 70 
Chicago F. & M. 

Charles Sincere & Co., Chicago...... 17 19 
City of New York Ins. Co 

Arthur Atkins & Co., N. Y.......... 600 625 
Commercial Cas. Ins. Co. 

Miliken & Pell, Newark, N. J........ 51 53 

J. S. Rippel & Co. m Newark eine anee 52 54 

J. Roy Prosser & Co., pereiesaibceve 52 54 
Constitution Ind. Co. 

Morley, Wood & Co., Phila......... 30 32 
Continental Assurance 

Charles Sincere & Co., Chicago...... 95 


Continental Cas. 


Charles Sincere & Co., Chicago...... 73 75 
Continental Ins. Co. 

Lewis & Co., Hartford. ..........00. 81 83 
Eagle Fire (Newark) 

J. S. Rippel & Co., Newark......... 91 95 
Excess Ins. Co. of America 

on sO Nee, ie 17 19 
Fidelity-Phenix 

SS Be eres 87 89 
lidelity and Casualty 

Arthur Atkins & Co., N. Y.......... 190 195 

J. Roy Prosser & Co., > Aaa 190 195 
Five Assn. of Philadelphia 

Morley, Wood & Co., Phila........ 4 49 4914 
Firzmen’s Insurance Co. of Newark 

Miliken & Pell, Newark, N. J........ 474% 4814 

Henry G. Rolston & Co. oS es 4716 48 

J. S. Rippel & Co., Newark......... 47% 48\¢ 

L. A. Hollander & Co., Newark...... 47% 48 

Acther Atiineg & Co. N.Y....50500 47 48 
Franklin Fire 

Arthur Atkins & Co., N. Y.......... 400 420 
Glens Falls 

Arthur Atkins & Co., N. Y.......... 61 64 








J. S. RIPPEL & CO. 


Dealers in | 
Newark Bank, Insurance 
and Title Stocks 


Municipal and | 
Public Service Corporation | 








be: 
| 
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Securities 





18 Clinton St. Newark, N. J. | 
Established 1891 

















J. Roy Prosser & Co. 

Henry G. Rolston & to: N. : ene 

Lewis & Co., Hartford. ..... 6056000 
Globe & Rutgers 

Lewis é& GCo,, Hartiood, 26.0.0 esseve 
Great American Ins. Co. 

L. A. Hollander & Co., Newark...... 

Henry G. Rolston & Co., N. Y 

3. Roy Prosser & Go., NY. .s se se 

Arthur Atkins & Co., N. Y.......... 

Lewis & Co., Hartford....... 
Guardian Fire Assn. Corp. 

Henry G. Rolston & Co., 
Hanover Fire (new stock) 

Asthur Atkins & Co., N. V......2.0. 

Lewis & Co., Hartford. .......00c008 
Halifax Fire (ex rights) 

Morley, Wood & Co., Phila.......... 

Perez F. Huff & Co., N. Y 

5. Roy Pramet & Goi NG. os dcceacs 
Harmonia Ins. Co. 

J. Roy Prosser & Co., N. VY. .ccccecs 

Arthur Atkins & Co., N. Y.......... 

Henry G. Rolston & Co., N. Y...... 
Home (N. Y.) ex. Home See, Co. 

J. Roy Prosser & Co., N. Y 

MekKiniey de CoN. sscssescsces. 
Hudson Cas. Ins. Co. 

Moemintey 8: Co., No Yass c.scccce00es 
{Importers and Exporters 

Arthur Atkins & Co., N. V......+0.++ 


ndependence Indemnity 

Morley, Wood & Co., Phila......... 

Perez F. Huff & Co., N. V........++ 
Undependence Fire Ins. Co. 

Morley, Wood & Co., Phila......... 
Ins. Co. of North America 

Morley, Wood & Co., Phila......... 

Lew & Co., Plattlord, . .scckcccivce 
Ins. Co. of North America (rights) 

Morley, Wood & Co., Phila........ is 
Maryland Casualty 

Lewis & Co., Hartiord.. ......4...0060 
Merchants Fire Ins. ag 

Arthur Atkins & Co., 
Milwaukee Mechanics 

Arthur Atkins & Co., N. Y.......... 

Henry G. Rolston & Co., N. Y...... 
Missouri State Life 

Arthur Atkins & Co., N. Y.......... 

Perez F. Huff & Co., New York...... 
National Liberty 

Henry G. Rolston & Co., N. Y...... 

3..00y Senet Gt 4504 ING Ys s8s 050k 
National Surety 

Daickantey & Co. N.Y. cisscecc cess x 

Lewis & Co., Hartford.............. 
Nationa! Union 

J. Roy Prosser & Co., 


30 
30 


20 


98 
96 


105 
105 


305 
308 


325 


100 
100 


107 
107 


310 
310 


335 


New Amsterdam Cas. 

DiC ey-e GO. INOS 6c cccesscaves 
New Brunswick Ins. Co. 

Morley, Wood = a UNS I ote cs: ctrelee 
New Jersey Ins. 

J. S. Rippel & Co., Newark...... ties 
New York Casualty Co. 

J. Roy Prosser & Co., 

Lewis & Co., Hartford. Sv.dss Ob wae @b e's 
New World Life 

Charles Sincere & Co., 
Niagara Fire 

Lewis & Co., Hattiord..... 66 s.0cs0008 
North River Ins. Co. 

Arthur Atkins & Co., 
Peoples National 

J. Roy Prosser & Co., N. Y......... 

Henry G. Rolston & Co., N. Y...... 
Philadelphia National Fire 

Morley, Wood & Co., Phila......... 
Presidential F. & M. 


Charles Sincere & Co., Chicago...... 
Public Fire Ins. Co. 

J. S. Rippel & Co., Newark.......... 
Reliance Fire 
Morley, Wood & Co., Phila......... 
Republic Fire, Pittsburgh 

Henry G. Rolston & Co., N. Y...... 
Security Ins. Co. of New Haven 

Arthur Atkins & Co., N. Y 

Lewis & Co,, Hartford. .......000s0 
St. Paul F. & M. Ins. Co. 

J. Roy Prosser & Co., N. Y......... 

BRC eee Oe 6g he Yee oissiesecéices 
Southern Surety 

Peres F. Halt & Co., No Y.....0600s0 
Stuyvesant 

J. Ray Prosset & Co... No Vis 05000 

Arthur Atkins & Co., N.Y ......000 

Lewis & Co., Hartiord...3..5.5.cs05 
Sun Life Assn. 

Lewis.& Co., Hattlotd. : 5. 6666s sess 
U. S. Fire Ins. Co. 

¥. Roy Peosses & Co, N.Y «2.060005 

Lewie'd Co., FArtiord. ..si0cic cece aecs 
Universal Ins. Co. 

Arthur Atkins & Co., N. Y.......... 
United States Merchants & Shippers 

J. Roy Prosser & Co., N. Y 
U. S. Fire Ins. Co. 

Lewis 6 Co., Hattlotd. « oi¢cscccscee 
Victory Insurance Co. 

Morley, Wood & Co., Phila. ern 
Virginia F. & M 

Arthur Atkins & Co., N. Y.......... 

J. Roy Prosser & Co., S| Re Rae 
Westchester Fire 

Metuiniey & Ce, NOY ss <osiscceees 


460 


112 
27 


132 
131 


101 


60 
72 


101 
103 


17 
140 
360 
66 


312 
320 
1950 


116 
118 


80 
480 
117 
30 


140 
138 


103 








St. 


26 Exchange Place 








Insurance Stocks 


United States Fire Insurance 
Continental Casualty Co. 

Paul Fire & Marine 

Northwestern National 
Globe & Rutgers 


Great American 


National Union 
Stuyvesant 


Home 





GILBERT ELIOTTr & Co. 


Members of New York Stock Exchange 


BOWling Green 1200 
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Arthur Atkins & Co., N. Y.......... 191 103 Boston Insurance a ; time the company is doing business in New 
J. Roy Prosser & Co., N. Y......0-. 101 102 Chas. A. Day & Co., Inc., Boston.... 1225 1300 * “ ‘ e 
Capitol Fire Ins. Co. York, Pennsylvania and Massachusetts in addi- 
Ch A. Day & Co., I Bost 
3s s. A. Day & Co., Inc., Boston: : me 
HARTFORD STOCKS Fealecied 95 tion to New Jersey. 
t It d Common........ rrecrTy rere 285 
— fey = a 1200 1250 Columbian National Life Ins. Co. 
Lewis & Co., Hartford.............. 1225 1250 Chas. A. Day & Co., Inc., Boston.... 405 415 Franklin Surety Offering Stock to Public 
Aetna Insurance (Fire) Mass. Bond. & Ins. Co. (new) pie ; rae é : 2 a 
“Sepa é 840 85 Chas. A. Day & Co., Inc., Boston.... 550 600 The Franklin Surety Company, New York, 
Conning & Co., Hartford........... 84 850 Mass Title Inc. Pfd ) pan) 
we R P " 2 i Ss. it S., e : : : ec 
ants Soo ahaa Serb ree coer 840 850 Chas. A. Day’ & Co., Inc., Boston.... 25 35 announced to-day a public offering of 55,000 
Conning & Co., Hartford........... 895 905 New England Fire z = shares of its capital stock at $31 per share. The 
Lewis & Co., Hartford.............. 890 900 Chas. A. Day & Co., Inc., Boston.... 50 — : ti : 
Automobile Insurance “ re Hy dt company, which is incorporated under the laws 
. OG Hartford. . << .oe<scc 450 460 has. A. Day & Co., Inc., Boston.... 525 575 i eee ee ee : : oa Tt : 
oan ay, Ngee = = Old Coluas Diousenee of New York was chartered in March of this 
——« O° Chas. A. Day & Co., Inc., Boston.... 275 year, with a cash paid-in capital and surplus of 
Conning & Co., Hartford............ 1775 1800 Providence-Washington php “2 : 4 
bemistCn tartcds. 1775 1825 Chas. A. Day & Co., Inc., Boston.... 750 775 $425,000. Upon completion of its present finan- 
Baie Springfield Fire and Marine (new) - th —— Eo : 
Conning & Co., Hartford........... 840 850 Chas. A, Day & Co., Inc., Boston.... 215 230 cing the company will have an authorized cap- 
swis & Co., Hartford patentetentate Gab 835 845 Se og ag on - _ ital of $700,000 and surplus of $1,430,000 a 
a! or eam oiler 5. . - oe iS seer oOo ST, F z, 
Conning & Co., Hartford........... 780 800 _ total of $2,130,000. 
Fn mo Hartford.............. 780 800 Agency Management The company has amended its charter in- 
pee ag fg een vette eeeeeee ie: 1200 (Concluded from page 21) creasing its writing powers to include accident 
ewie a .Co., Hartlord.........06s000% 95 More : - : : Pea ee ‘ 
Henry G. Rolston & Co., N.¥.C.... 1190 1200 either brokerage or even legitimate surplus line and health, liability, compensation, burglary, 
Tape Teens 25 335 business. He has built up his agency entirely plate glass, property damage and collision in- 
Conning @ Co., Hastlatds...<6 56a ce 825 835 I } 
Panne nth ate only OR ve cee eens 8250 on the efforts of his own salesman, with the sSuarnce. 
Conning & Co., Hartford. ........ 1650 1670 idea that he could keep them more contented The members of the board purchased practi- 
vis & C CONOR 6 ares pc's cece ne 66 1685 : : : ally entire Orics icc ot 
Ft iv noha naa toh a — = and working harder if they realized that he cally the entire original issue and are making 
Sono & Co... Hartford... aioe 260 263 was working solely with their interests in mind. a substantial subscription to the present issue 
Ss 9 METEOR. 2 cece cwese see 202 4 


In the four years since this program was in- at the offered price. 


NEW ENGLAND STOCKS 


American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston.... 17 
Boston Casualty 
Chas. A. Day & Co., Inc., Boston... . 15 


bo 
or 








WANTED 


American Investment 
Securities 
Boston Insurance 
Columbian Nat’l. Life 
New Hampshire Fire 


United Life & Accident 


and all other 
New England Insurance Stocks 


augurated the agency has increased its paid- 
for volume by 60 per cent and now ranks third 
among all the agencies of the Northwestern 
Mutual. 

The final item on Mr. Holcombe’s program 
was a staged agency meeting which was care- 
fully planned in advance to bring out certain 
fundamental points which are considered im- 
portant. 


Jefferson Fire Completing Authorized 
Capital 

The Jefferson Fire Insurance Company of 
Newark, recently licensed by the State of New 
Jersey, began business, shortly after March 1, 
with $400,000 capital, $600,000 net surplus and 
$20,000 equipment fund paid-in, has announced 
that the remainder of its: authorized capital of 
$1,000,000 will be paid in in the near future, 
together with $900,000 more surplus and $30,000 


The directors of this company, as now an- 
nounced are: Manasseh Miller, Hon. William 
S. Evans, Michael G. Appel, John T. Brook, 
Alexander L. Berliner, James J. Brooke, I. B. 
Geller, Louis Carroll, Sidney R. Diamond, 
Henry S. Denny, Robert C. Fulton, Sigmund 
Glatzer, Arthur D. Koppel, T. Seton Jevons, 
Oscar Friedlander, A. N. Geller. John V. Cain, 
R. Forrest Russel, Emanuel Newman, Irving 
H. Glassir, Emanuel A. Stern, Hon. Albert H. 
Vitale, Lazarus White. 


Chas. A. Sunderlin Will Lecture at Univer- 
sity of California 

Charles A. Sunderlin of Los Angeles, promi- 
nent insurance attorney of the Pacific Coast 
and author of Sunderlin’s Lectures on the Fire 
Insurance Contract, which are published by 
The Spectator Company, will lecture on insur- 
ance this year at the University of Southern 








more to the equipment fund. At the present California. 


CHAS. A. DAY & CO. 


Incorporated 


| Sears Bldg. 











Boston 


THE 


EXCESS 


\ | INSURANCE COMPANY 
| OF AMERICA | 

















INDEPENDENCE 
INDEMNITY CO. 


Notable progress of the Com- 
pany as reflected in Premium 


Income: JAMES GIBBS, President 
Ry io sik wetek $2,708,999 
1925. 7,095,260 oa oo kb KR AR OLE ee $ 600,020 
— . 8,532,780 IEEE, oo e's dode howkexoeses thinks ee eee 1,112,511 


This Stock should be bought 
for future enhancement in value. 


CASUALTY AND SURETY REINSURANCE 
Price.on Application AND EXCESS COVERS 


Perez F. Huff Co., Inc. | EXECUTIVE OFFICES 
Fnsurance & Bank Stocks 84 William St. N ew Y ork City 


75 Maiden Lane, New York 
Telephone Beekman 6480 Telephone, Beekman 0890 
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1927 


Notable Gain 
In Assets 


The Bankers Life Company in- 
creased its Total Admitted As- 
sets to more than $100,000,000 
in 1927. 


The Company’s exact total of 
Admitted Assets on December 
31, 1927, was $103,615,053.81, 
which was a gain of $12,901,- 
440.60 as compared to the total 
of Admitted Assets on Decem- 
ber 31, 1926. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Des Moines Iowa 












































OVER 30 YEARS OF INSURANCE SERVICE 


SUN LIFE INSURANCE 
COMPANY OF AMERICA 


HOME OFFICE BALTIMORE, MARYLAND 


The most liberal Ordinary Policies from age 10 to 
age 60. Insurance on men and women. Many 
unique policies; liberal Annuity contracts; sub- 
standard service to our full-time agents. 

Industrial Insurance from birth to age 65. 


THE ONLY NON-PARTICIPATING COMPANY IN THE HISTORY 
OF AMERICAN LIFE INSURANCE TO PAY VOLUNTARY DIVI- 
DENDS ON NON-PARTICIPATING ORDINARY POLICIES 


ASSETS OVER $7,000,000 
INSURANCE IN FORCE OVER $83,000,000 














NOW READY 
AN IMPORTANT NEW BOOK FOR LIFE 
UNDERWRITERS AND TRUST OFFICERS 


LIFE INSURANCE 
TRUSTS EXPLAINED 


By Herbert M. Olney 
Member of the New York Bar 


Trust Officer, Liberty National Bank and Trust Company | 


in New York 


Life Insurance Trusts have already been estab- 
lished for sums running into the hundreds oi 
millions of dollars, and 


The Possibilities for New Business 
Are Enormous! 


The Life Insurance Trust is a common meeting 
ground for 


The Underwriter and the Trust 
Officer 


and the business of both can be promoted 
through the greater use of Insurance Trusts. 
Policyholders and their beneficiaries are like- 
wise very greatly benefited by the combined 
services rendered by 


Life Insurance and Corporate 
Trustees 


Every underwriter and trust officer should 
study Mr. Olney’s book, which contains the 
information needed by them for the develop- 
ment of the best service in adapting insurance 
to the needs of beneficiaries. 


The chapter titles are: General Explanation 
and Definitions; The Unfunded Insurance 
Trust; The Funded Life Insurance Trust: 
Matters of Trust Administration; Planning 
the Trust; Trust Settlements Increase Useful- 
ness of Insurance. The General Policies for 
Cooperation adopted by the Life Underwriters’ 
Association of New York and the Corporate 
Fiduciaries Association of New York, are also 


given. 
Price $1. 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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We Tune the Instrument 


A man’s mind is an instrument. To be successful 
as a producer of life insurance it must be tuned to 
the necessities of the business. It must be adjusted 
to the finding of prospects, to effective approach, to 
interview-control, to definite closing. Into this 
mental mechanism must be fitted knowledge of how 
life insurance covers specific needs, and knowledge 
of company policies and practices. 

This tuning and training the Penn Mutual supplies to its 


representatives, together with General Agent and Home 
Office cooperation—skilled, willing, ample. 


In our agency expansion program we have room for men 
and women who greatly desire to excel and profit. 


: Wm. A. Law, President 
Wn. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 


The Penn Mutual Life Insurance Company 


Independence Square 
Philadelphia, Pa. 


Founded 1847 








DISTRICT MANAGERS WANTED 


We have a few openings in’ West 
Virginia available to men who can 
qualify as organizers and personal 
producers. 

Direct Home Office contracts with 
top commissions and renewals. 
Openings at 
CHARLESTON HUNTINGTON 
CLARKSBURG WHEELING 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 


Omaha, Nebr. 


ORGANIZED 1861 
Largest Organisation of its Kind in Americe 





























GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 


Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
benefits—dividends—non-prorating and non-cancellable features— ed 
by a second to none elaim paying reputation. 
To real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 


360 North Michigan Ave., Chicago, Illinois 




















OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 









































KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE 


110 SOUTH 16th STREET, PHILADELPHIA, PA. 


LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 








Address Home Office for Agency Connection 


ARE «MARINE 
Insurance Company 


P. D. BAIN HENRY G. BARBEE 
Chairman of the Board President 
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A NEW WORK 
CASUALTY INSURANCE 


By Clyde J. Crobaugh, M. A., and Amos E. Redding, B. S. 

All classes of Casualty Insurance thoroughly explained 
PARTICULARLY HELPFUL TO AGENTS AND BROKERS 
Advising them of the simplest ways of overcoming obstacles and difficulties, 

so as to enable them to 
INCREASE THEIR BUSINESS 

Covers Accident; Health; Plate Glass; Power Plant; Sprinkler Leakage; Water Damage; 
Automobile; Miscellaneous Public and Property Damage Liability; Professional (Mal- 
practice); Public Liability; Workmen’s Compensation; Employers’ Liability; Burglary 
and Robbery; Check Alteration and Forgery. 

Contains Review Questions, Policy Forms, Contracts, 

Riders, Endorsements, Rate Sheets and Manual Pages. 


775 pages, 6x 9inches. Price, §6.00 


THE SPECTATOR COMPANY 


CHICAGO Selling Agents NEW YORK 
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HE Reliance Life Insurance 

Company of Pittsburgh now 
has four hundred million dollars 
of life insurance in force! 


This is the first of the 297 
American life insurance com- 
panies to attain this result in 
twenty-five years 
solely through 
the efforts of its 
own organization. 
Reliance Life never 
has consolidated 
with nor absorbed 
‘another company. 


To the Perfect Protection'Policy, 
originated by Reliance Life, 
is largely attributed the Com- 
pany’s exceptional growth 


Ranking among the world’s 
foremost insurance institu- 
tions, Reliance Life renews its 
pledge of fidelity 
to the interests 


of its many thou- 


sands of policy 
holders whose con- 
fidence has made 
this achievement 


possible. 


THAT; THE MEMORY AND KINDLINESS OF MEN MAY LIVE 


RELIANCE LIFE 


RELIANCE LIFE INSURANCE COMPANY of PITTSBURGH 
Farmers Bank Building, Pittsburgh, Penna. 
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